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November Contests 
Builds Business 
for Peoria Life 

Agents 


To encourage in every Peoria 
Life agent his maximum pro- 
ductive activity is the first ob- 
jective of the Peoria Life’s 
program of Service to Agents. 
This is not attempted by 
means of tricky stunts or arti- 
ficial stimulants, but by sound 
plans that appeal to the eager 
ambitions of every member of 
our Agency Force. 


Last Month, for instance, a 
lively campaign offered an ap- 
propriate prize for every pro- 
ducer, and a special reward for 
records of 20 applications or 
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more during the month. No 
light task, but a gratifying 
number accomplished it. With- 
out the incentive provided by 
the Company, not many would 
have undertaken this profitable 
effort. 


In November, Peoria Life 
agents express the enthusiastic 
loyalty which they feel for 
their own agencies. The spirit 
of contest is in the air these 
autumn days. This month, for 
the tenth successive year, our 
agencies are paired off in a 
series of spirited contests that 
build agency tradition and 
stimulate the activity of Peoria 
Life agents to a degree that is 
sharply reflected in their earnings. 


Next month—every month— 
there is always something 
doing to rouse the interest and 
promote the prosperity of 
’ Peoria Life agents. 
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Disability Action 
Is Slowing Down 





However Seven Companies An- 


nounce They Are Quitting 
the Income Clause 





OTHERS ARE CONSIDERING 





Provident Mutual Will Continue Bene- 
fit with Restrictions, President 
Linton Announces 





After the first rush of the last few 
weeks to take action one way or an- 
other on disability, apparently the ma- 
jority of companies have decided to take 
more time for consideration. Yet seven 
companies this week announce discon- 
tinuance of disability income, the United 
States Life of New York, with effec- 
tive date Nov. 15, the Reliance Mutual 
Life of Chicago, which discontinued dis- 
ability income Nov. 1; American Insur- 
ance Union; Columbia of Ohio, Nov. 
15; Equitable of Washington, D. C., 
Dec, 31; Life & Casualty of Nashville, 
Jan. 1; National Savings Life, Missouri, 
withdrawn temporarily; Atlantic Life, 
Dec. 31, and Columbian National, 
Nov. 1. 

At least two more important com- 
panies, however, made known the deci- 
sion to continue disability income on 4a 
restricted basis. The Provident Mutual 
through President Linton made the an- 
nouncement at the Chicago meeting of 
the Life Agency Officers Association 
last week. The New York Life is an- 
other. : 


Reaction Is Extreme 


President Linton of the Provident Mu- 
tual said, “I have a distinct feeling 
that the pendulum is now swinging vio- 
lently to an opposite extreme and that 
when conditions became more normal 
we shall again reach a middle ground. 
For that reason our own company is 
planning in due course to adopt the re- 
stricted income benefit, coupling it with 
the soundest underwriting of which we 
are capable.” 

Mr. Linton made clear that he favors 
a benefit giving 6 percent of the face 
as an income and a 3 percent waiver; 
in other words, the $5 per $1,000 per 
month income clause rather than the 
$10 clause of the past. 

The New York Life’s announcement 
to agents over the signature of Vice- 
President Arthur Hunter, is: 

At the end of this year the company 
will discontinue issuing all present 
forms of policies containing disability 
and double indemnity benefits. Such 
Policies will be issued only on com- 
pleted applications written and exam- 
med on or before Dec. 31, 1931. No ex- 
ceptions to this rule will be made either 
:Or extra policies or for delays in exam- 
nations. Applications for disability 

efits during the balance of this year 
considered much more critically 








Expect Mortality Ratios 
of 1931 to Be Rather High 





NEW YORK, Nov. 5.—While some 
of the causes of bad mortality may be 
considerably diminished by the return 
of normal business conditions, there are 
a good many reasons to doubt that mor- 
tality ratios in general will show any 
improvement, particularly as compared 
with the very favorable experience of 
the period from 1921 to about 1927. 

In that portion of the past decade 
companies were putting large amounts 
of new business on their books. Under- 
writing was in general liberal, because 
of the favorable experience up to that 
time, and as more and more business 
was written the increase in volume kept 
the mortality down. Production for 
1930 and, unless some miracle happens, 
for 1931, are both below the years pre- 
ceding them, lessening to a considerable 
extent the leavening effect of a large 
number of new lives. And even if it 
were possible to keep up a big volume 
of production it would necessarily be 
smaller in proportion to business already 
on the books than was true during the 
big increases put on in 1921-7, 


Effect of Jumbo Lines 


Jumbo risks leaped into popularity 
during the last ten years and it took 
some time to discover that mortality on 
the big lines could not be figured the 
same way as for ordinary-sized policies. 


Much is known about underwriting the 
large risk that was not known then, 
but some of the cases put on the books 
in the earlier days of the jumbo risk 
are bound to affect present and future 
mortality. 

The number of policies being lapsed 
because of heavy loans on them or be- 
cause the policyholder is unable to con- 
tinue the premium will undoubtedly re- 
sult in a selection against the company 
which will tend to make future mor- 
tality higher than it otherwise would be, 
for obviously no one twho has any 
doubts about his health is going to let 
his insurance lapse without making ev- 
ery effort to keep it. Those who know 
they can no longer obtain insurance 
are also unlikely to lapse. 

Of those who do lapse many will take 
new insurance, either now or later, de- 
pending on whether they dropped their 
coverage on account of policy loans or 
because of inabilitv to pay the premium. 
Because members of this group are in 
general older than when they took their 
insurance the tendency will be for them 
to show a less favorable mortality ratio. 
However, since they are probably 
healthier than those in similar circum- 
stances who did not lapse their insur- 
ance, the selection should be in favor 
of the companies more than would 
otherwise be the case. 








and a stricter selection made than here- 
tofore. 

“After Jan. 1, 1932, the company will 
issue waiver of premium benefits, if an- 
plied for. The coverage under this bene- 
fit will run to age 60. The principal 
change is that there will be a waiting 
period of six months instead of four 
months, as at present, and the premium 
rate for the benefit will be increased. 


Pursue Careful Policy 


“After Jan. 1, 1932, the company will, 
for a reasonable time, consider issuing 
the best types of male risks in selected 
occupations modified forms of disability 
monthly income benefit (including 
waiver of premium) by means of a 
rider attached to the policy. This rider 
will provide for disability benefits of $5 
per month per $1,000 of insurance (in- 
stead of $10 per month as at present) 
and disability must occur before age 55 
(instead of age 60 as at present). 

“The waiting period will be increased 
to six months and the basis of premium 
rate will also be increased. It is to be 
understood that when the income feature 
is issued the accompanying waiver of 
premium benefit covers to age 55 only; 
whereas if the person applies for waiver 
of premium only, the coverage extends 
to age 60. 


Women Are Excluded 


“This income benefit is not available 
to women, non-wage earners, farmers 
and farm laborers, industrial workers 
generally, substandard risks, applicants 
rated for occupation and to other cate- 
gories which in the past have shown an 
excessive rate of claim. Broadly speak- 
ing, such benefits can be issued only to 
selected groups where the person apply- 
ing for the insurance has been in a sal- 





aried position for a reasonable period, or 
has been in a definitely established busi- 
ness of a character which requires their 
personal full-time service for its opera- 
tion. 

“Such riders will cover disability 
benefits of not more than $125 per 
month (all insurance on the life in this 
company to count), and not less than 
$10 per month, As the benefit will be 
on the basis of $5 per month per $1,000 
instead of $10, as heretofore, this means 
a maximum policy of $25,000 and a 
minimum policy of $2,000. 


Company Issues Warning 


“Agents will therefore see that the 
persons to whom an income disability 
may be made available will be a lim- 
ited group. Agents should not bring 
income disability coverage into their 
canvass of life insurance. 

“The income disability benefit will 
robably not be issued in Canada after 

ec. 31. 

“The double indemnity benefit on and 
after Dec. 31, 1931, will also be changed, 
limiting the coverage to death occurring 
before age 65. Announcements regard- 
ing premium rates, occupations to be 
covered, and other matters, will be is- 
sued later.” 

Actuary A. C. Webster of the United 
States Life states that the waiver of 
premium benefit will be the only one 
considered after Nov. 15. “The experi- 
ence of the disability income feature 
shows the need of reduction in benefits 
for each $1,000 of life insurance; also a 
substantial increase in the relative pre- 
mium rates, combined with stricter se- 
lection of risks,” he said. “We feel that 
with these restrictions the selling value 
is lost to our agents.” 

(CONTINUED ON PAGE 7) 





Some Owners Are 
Pressed By Banks 


Control of Few Companies Jeop- 
ardized by Uneasiness of 
Creditors 


BUT CREDIT POOL HELPS 


Far Sighted Observers Hope for Mini- 
mum of Sales Forced by De- 
cline in Collateral 


A disconcerting and disquieting fac- 
tor in the life insurance field today is 
that interests which hold control in a 
number of the smaller companies are 
embarrassed by their banks. Several of 
those persons and syndicates that gained 
control of life companies through the aid 
of bankers when financial activity was 
greater are being pressed by bankers 
to reduce their loans or dispose of their 
interests. 


That condition became acute during 
the last days of September and the first 
few days of October before the Presi- 
dent announced the plan for a $500,000,- 
000 credit pool. The market value of life 
insurance stocks was falling as sicken- 
ingly as that of other securities and 
bankers throughout the country were in 
more or less of a panic in an attempt to 
adjust their loans to constantly new low 
levels. 

Breathing Easier Now 


However breathing was easier after 
the announcement that credit facilities 
would be available for those securities 
not accepted for discount by the federal 
reserve. The bankers were not as wor- 
ried about their loans on life insurance 
securities, among other things. 

There is little likelihood that life com- 
panies will fall into the hands of the 
bankers. They are not wanted today by 
the banks, which seem to be greatly 
chastened and desirous, for some time 
at least, to confine themselves to bank- 
ing operations. 

There are plenty of buyers for life 
companies, but in general they are look- 
ing for sacrifice prices. Although some 
of those persons holding control in com- 
panies are embarrassed, they do not yet 
seem to be so desperate as to be forced 
to accept ridiculously low prices. Some 
of the buyers are looking for business at 
less than $20 a thousand, on the theory 
that $20 is about the figure at which 
business can be bought more profitably 
than it can be produced. 


Far Sighted 


Those interested in the stability of 
the business are eager that there shall 
be as few sales as possible unless a sale 
is essential for the protection of policy- 
holders. For every going company that 
is taken over today, another company is 
very likely to be started as soon as con- 
ditions improve. If a company is re- 

(CONTINUED ON PAGE 6) 
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Training Is the 
Manager’s Chore 


Agency Officers Agree Drill Should 
Be in the Fundamentals 
of Selling 


SHOULD WORK AS COACH 


Trend Away from Mere Intellectual 
Study of Wills, Estates, Trusts 
Is Noted at Meeting 


A principle to which most agency de- 
partment executives subscribe today, as 
evidenced by the discussions at the an- 
nual meeting of the Association of Life 
Agency Officers in Chicago, is that the 
responsibility of training lies with gen- 
eral agents and managers and that the 
company’s part should be largely that of 
training managers to train agents. 

Another principle in which there 
seemed to be great unanimity is that 


training should consist pretty much of 
drilling in the fundamentals which make 
an agent proficient in selling. This 
point of view was perhaps most clearly 
set forth by N. F. Davis of the Guardian 
Life, who compared the manager and 
general agent to the baseball coach. He 
pointed out that the coach does not 
spend his time lecturing the players on 
such abstractions as batting averages 
and the philosophy of umpiring. What 
he does teach them is how to slide, how 
to field and how to bat, by having them 
repeat the process over and over again. 
Likewise, agency men now seem to feel 
that the important thing is to drill 
agents in simple, effective sales presen- 
tations and to get them on a program 
of prospecting and efficient use of their 
time. 
Interest in Man Power 


There was the greatest interest in the 
report of the man power committee, 
which was presented by A. Linton, 
president of the Provident Mutual, and 
Henry Bossert, Jr., of that company. 
Last year the criticism was made that 
the actuarial mind has never turned to 
the problems of the agency department. 
That criticism is no longer justified 
after the report of Mr. Linton and Mr. 
Bossert, which was based on an analy- 
sis of 21,000 agents of six companies. 

The report was discussed informally 
and occupied the attention of the four 
divisional luncheon groups. 

M. C. Terrill of the Phoenix Mutual, 
who spoke the afternoon after the re- 
port had been delivered, suggested that 
the analysis be carried further; for in- 
stance, making a more detailed study of 
early production as the guide of future 
success, He also suggested an analysis 
of the number of policies and the aver- 
age policy produced by various grades 
of agents. Also the marital condition 
of the agent might be studied as it af- 
fected his production. Correlation of 
the agent’s previous income and his suc- 
cess in the insurance business might be 
studied. The relation between the per- 
sonal insurance carried by the agent and 
his success would be interesting. He 
urged that the committee on man power 
be kept in existence. 


Gives Survey Results 


Mr. Terrill gave the results of a sur- 
vey conducted by the Phoenix Mutual 
on 521 new men. Ninety days after 
being put under contract these men were 
divided into three groups according to 
their production. In two and a half 


years 58 percent of the men in the top 
group were still with the company; 30 
percent of those in the middle group and 








Life Insurance Sales Research 
Bureau’s New Official Heads 








DR. T. C. DENNY, Des Moines 
Chairman of the Board 





M. A. LINTON, Philadelphia 
Chairman Executive Committee 








E. S. Parrish New President 
of State Life of Chicago 





The directors of the State Life of Chi- 
cago have elected Edw. S. Parrish as 
president. He has been a director and 
member of the executive committee. Mr. 
Parrish for a number of years was a 
department head for Sears, Roebuck & 
Co., but retired from business about two 
years ago. He is now getting back into 
the procession and will give all his time 
to the State Life. He attended the 
meeting of the Association of Life 
Agency Officers at the Edgewater Beach 
hotel in Chicago last week, being intro- 
duced by Secretary J. O. Karstrom. 
James C. Gray, vice-president Hartford 
Belting Company, who has been a direc- 
tor of the State Life, is elected chair- 
man of the executive committee. 


Executive Committee Meeting 


The executive committee and officers 
of the American Life Convention will 
hold a meeting at the Pennsylvania ho- 
tel, New York, the week of Dec. 9. 





Gives a Picture of What 
Average Agent Can Earn 











Vital statistics on life insurance sales 
were presented at the Chicago meeting 
of the Life Agency Officers Association 
by Walter E. Webb, executive vice- 
president National Life U. S. A., and 
chairman of the association. The fig- 
ures, taken from a study, showed in 
1928 the average policy was $2,102; in 
1929, $2,283; 1930, $2,431, and 1931, $2,- 
437. 

There are 150,000 to 200,000 life in- 
surance agents under contract, the best 
estimate being around 170,000. Mr. 
Webb estimated there are in this coun- 
try 3,600,000 prospects with incomes 
ranging from $1,000 to $10,000 annually, 
which would appear to put the average 
volume of every agent slightly over 
$50,000 if every one of these prospects 
were sold the average size policy each 
year. 

Mr. Webb said the incomes of agents 
making the best progress in life insur- 
ance average about $2,000. Out of 6,200 
full-time representatives contemplated in 
the study, about 5,500 produced average 
volume of $67,000 a year, an average in- 





(CONTINUED ON PAGE 10) 


come of $1,200 to $1,500. 








VanVliet Succeeds Patton 
as Head of First American 





LINCOLN, NEB., Nov. 5.—Guy G. 
Patton, president and treasurer of the 
First American Life of Lincoln, has 
complied with the demand of the insur- 
ance commissioner that he resign both 
offices and refrain from acting for the 
company in an executive capacity for 
six months. J. P. VanVliet has been 
elected by the directors to both posi- 
tions, with full power of control of af- 
fairs. This action has been reported to 
the department of trade and commerce, 
and the selection of Mr. VanVliet ap- 
proved both Secretary Luikhart and 
Commissioner Herdman. The _ board 
also asked the department for any sug- 
gestions that it has to make for the 
betterment of the company, agreeing to 
follow these faithfully in order to avoid 
such embarrassing situations as the re- 
cent hearings brought about. 


Johnston’s Statement 


Albert S. Johnston, general counsel 
for the company, made this statement: 
“The change now made being in con- 
formity with the decision of the state 
department, the company has nothing to 
appeal from and the company will file 
no appeal. Nor has the company any 
interest in the appeal its former agents 
from the revocation of their licenses. 
No agent whose license is revoked will 
be allowed to write insurance for the 
company. The company expects to go 
ahead with renewed energy under its 
new president.” 


Oliver Thurman Visits Agencies 


Oliver Thurman, vice-president and 
superintendent of agencies, Mutual 
Benefit Life, who is on an extended 
agency trip, will attend the annual meet- 
ing of the Louisville agency Nov. 7. 
Dr. Walter Reiter, medical director, and 
Alfred Riley, assistant mathematician, 
both of the home office, will also attend 
the meeting. Mr. Thurman spent three 
days of this week in Milwaukee study- 
ing opportunities with a view to extend- 
ing the company’s service in Wiscon- 
sin. 


Conway Gets Judgeship 


Albert Conway, former New York 
superintendent of insurance, was among 
the number chosen to New York state 
supreme court judgeships at the election 
Tuesday. 








Connecticut Day 
Held in Hartford 


Insurance Gaining Respect as In. 





vestment, Says Bailey of 
Travelers 





TURNER GIVES WELCOME 





Voorhees Says Present Conditions Offer 
Golden Opportunity for Demon- 
Strating Life Policies’ Value 





HARTFORD, Nov. 5.—The oppor. 
tunities as well as the problems cre. 
ated by present depressed business con- 
ditions were discussed at the annual 
Connecticut Insurance Day here fast 
week. The morning session was fea- 
tured by addresses of fundamental in- 
terest in the fire, casualty, and life de. 
partments, following the official wel- 
come by G. E. Turner, president First 
Reinsurance, who was general chair. 
man of the insurance day committee, 
Mr. Turner was forced by illness to 
leave just before the afternoon session 
opened, which prevented him from de- 
livering his address on “The Competi- 
tion Forecast—Fair and Warmer.” 

Dr. W. B. Bailey, Travelers econo- 
mist, in his address on life insurance as 
the foundation of the family’s financial 
program, predicted that the exaggerated 
demand for security which is skyrocket- 
ing the sale of annuities, endowments 
and single premium life policies would 
prove ephemeral, but that nevertheless 
there are certain underlying trends re- 
sulting from events of the past two 
years, which are likely to run for a 
longer time. 

Millionaire Idea Subdued 


The man who used to say, “You'll 
never get rich buying life insurance,” 
is now beginning to realize that he is a 
greater success as a doctor, dentist or 
advertising man than he is as a finan- 
cial wizard, Dr. Bailey said, and now 
he’s not half so anxious to become a 
millionaire at 65 as he is to dodge the 
poorhouse at that time. 

‘And so while men may be more in- 
clined to spend their money on imme- 
diate enjoyment in the next few years 
to come, rather than to save as much 
as possible in the hope that through 
shrewd investment they may become 
millionaires before they die,” Dr. Bailey 
declared. “I think you are not going to 
find it a difficult task to sell them the 
investment forms of life insurance.” 


Four Stringent Tests 


At ~ special life session presided 
over by O. S. Spencer, New Haven gen- 
eral agent. Connecticut General Life, C. 
H. Voorhees, Connecticut General Life 
attorney, cited four outstanding events 
of the last quarter-century which have 
reacted in such a manner as to furnish 
conclusive proof that the institution of 
life insurance is practically unique in the 
world of finance. In 1907, Mr. Voor- 
hees said, the Armstrong investigation 
cleaned the house of life insurance and 
placed it most generally upon a sound, 
honest basis. The next crisis in life 
insurance history was the World War 
which gave a practical lesson of the 
value and necessity of life insurance. 
The millions paid out in claims in the 
“flu” epidemic temporarily weakened the 
financial condition of many insurance 
companies in America but the storm was 
weathered and the country jolted into 
a realization of the part that life and 
accident and health insurance should 
play in their financial plans. 

“Today, we are undergoing the fourth 
great cataclysm. Unfortunate as its dis- 

(CONTINUED ON PAGE 10) 
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Agency Officials’ 
Meeting Helpful 


Chicago Sessions of Association 
and Research Bureau Voted 
Best Ever Held 


PAPERS ARE PRACTICAL 





Highly Praised— 


er Group Luncheons 
Denny, Linton and Devlin Are 
New Officers 

[- Officiais who gathered in Chicago last 
e- week for the annual meeting of the Life 
1- Agency Officers Association and Life 
al Insurance Sales Research Bureau voted 
st it the most interesting and profitable 
4 session ever held. Especial benefits were 
1- derived from the group luncheons, an 
“ innovation this year, executive in char- 
|. acter. The company men there were 
t able to indulge in a free interchange of 
re ideas and opinions which would not 
., have been possible in an open meeting. 
0 Emphasis this year was placed on 
n closer cooperation and understanding 
- between field and all home office depart- 
- ments. Disability obtruded in the pro- 

gram. Concentration on the problem ot 
- practical training methods for new men 
$ and of training old agents to sell under 
I the changed economic conditions was 
d another high point. 
‘ New Board Is Created 
1 A board of directors of 15 was created 
5 at the meeting of the Research Bureau. 


. Dr. T. C. Denny, president Central Life 
) of Des Moines, was elected chairman of 
the board and C. D. Devlin, Confedera- 
tion Life. Canada, vice-chairman. Dr. 
Denny announced that an _ executive 
l committee of five had been appointed 
with M. A. Linton, Provident Mutuai, 
as chairman. The other members are 
Dr. Denny, S. F. Clabaugh, Protective 
Life, Birmingham; D. Gordon Hunter, 
' Phoenix Mutual, and Gordon Ram- 
say, Canada Life. 

| G. H. Chace, Prudential, 
, chairman of the Agency Officers’ 
tive committee, and Mr. Devlin 
chairman. 


was elected 
execu- 
vice- 


Personnel of Board 


The Research Bureau board in addi- 
tion to Chairman Denny, consists ‘of: 
Jerome Clark, Union Central; D. Gor- 
don Hunter, Phoenix Mutual; J. A. 
McLain, Guardian; J. A. Reynolds, De- 
troit Life: Oliver Thurman, Mutual 
Benefit; |. C. Behan, Massachusetts 
Mutual; (¢ . Devlin, Confederation; L. 
J. Roomherty. Guaranty; M. A. Linton, 
Provident Mutual; H. W. Manning, 
Great West; C Parsons, Northwest- 
ern Mutual: A. Gordon Ramsey, Can- 
ada Life: W. C. Schuppel, ty Mu- 
tual, and E. B. Stevenson, Jr., National 
Life & Accident. 


Webb Presiding Officer 
_Walter E. Webb, National Life, VU. 


S. A., chairman, Thursday morning ex- 
plained that the program this year was 
the broadest in history. He said it em- 


phasized that agency officers if they 
want to serve must not only discharge 
their normal functions, but also evi- 


dence an interest in the work of other 
departments. There cannot be a- segre- 
gation between the duties and responsi- 
bilities of an agency department excent 
as they are fabricated in the activities 
of the business as a whole, he said. 
Agency departments he said have 
been charged with being temperamental, 
and. they are, because they reflect the 
sensibilities of the field organization. 
Agency departments this year must 
(CONTINUED ON PAGE 9) 











Burnet Has Interesting 
Ideas on Picking Agents 





An interesting speculation in the 
realm of scientific selection of agents 
was indulged in by Philip Burnet, presi- 
dent Continental American of Delaware, 


at the Chicago meeting of the Life 
Agency Officers Association. Mr. Bur- 
net cited the hypothesis of James A. 
Fulton, Home Life of New York, that 
life insurance is hard to sell; that the 
type of man who succeeds is the one 


who gets satisfaction out of making peo- 
ple do the things he wants them to do. 
He said this type falls into a definite 
psychological group—the extrovert, who 
resists being organized and directed; 
who has to do things his own way. 
Mr. Burnet said the introvert appears 
to have little future in life insurance 
selling. 
Offers Subject for Study 


“If we find we are wasting millions 
of dollars in trying to do an impossible 
task,” he said, “we may have to change 
our whole system of selling the business, 
and I suggest this as a fruitful field for 
study by the Life Insurance Sales Re- 
search Bureau: How soon should we 
get rid of ineffectives? Is it possible 
after all to organize selling?” 

The introvert is self-contained and 
self-sufficient. He not like the ex- 
trovert, whose nature drives him to seek 
comradeship and conviviality; who is not 


is 


happy unless he is swaying other peo- 
ple and bringing them to his way of 
thinking. The extrovert is an oppor- 


Limitation on Payment for 
Disappearance Not Upheld 
How far a life company can go in 


prescribing limitations on recovery of 
life insurance in cases where the insured 


disappears, is the question in the case 
of Chicago Fraternal Life Association 
vs. Emily H. Karst, which the U. S. 
Supreme Court declared to review. 
Has Life Expectancy Provision 
The benefit certificate provided that 


insurance shall not be payable on ac- 
count of a member’s disappearance un- 
less all assessments and dues shall have 
been paid up for the full term of the 
member's life expectancy. The consti- 
tution and by-laws of the association 
also provided that in case of disappear- 
ance without proof of actual death the 
disappearance shall not be regarded as 
evidence of death until the full term of 
the member's life expectancy has ex- 
pired. 

The Missouri 
provisions 


courts held that such 
amounted to forfeitures and 
were contrary to the common law and 
statutes of the state. The association 
petitioned the Supreme Court to review 
that decision, maintaining that it was 
contrary to the contract clause of the 
federal constitution. 


C. L. U. Courses at Loyola 


in’ New Orleans 
in C, L. U. work are receiv- 
cooperation from Loyola Uni- 
Classes are held during the day 
and also at night for those who are 
unable to attend the day classes. 

The class has been made possible by 
the untiring efforts of Father Butt of 
the school. He is a very firm believer 
in life insurance and his efforts to make 
it a part of the regular university 
courses have been successful. Almost 
daily he is called upon by some insur- 
ance man in New Orleans to appear and 
make talks to insurance men interested 
in C. L. U. work. 

T. C. Nicholls, Jr., general agent Pa- 
cific Mutual Life, has been selected as 
the life insurance instructor this vear. 
He succeeds P. P. Phillips, Detroit Life, 
who had charge of the class last year. 


Life insurance men 
interested 
ing fine 
versity. 











The introvert shrinks from per- 
sonal contacts. He likes to be left 
alone and he accords the same privi- 
lege to every one else. He can see the 
other man’s point of view too clearly; 
he is inhibited in his sales work by too 
keen a realization of how his prospect 
must loath having all these personal 
matters dragged into the open. The 
introvert only infrequently can over- 
come his nature by will power, and per- 
haps the percentage is too small to con- 
stitute a profitable gamble 

Mr. Burnet did not present the theory 
seriously for adoption by companies in 


tunist. 


selecting agents, but he asked if it were 
not worthy of submission to laboratory 
experimentation in the Research Bu- 
reau, with the thought that some prac- | 
tical adaptation of the introvert-extro- 
vert theory might be worked out rhe 
day might come when for the agent’s 
sake as well as the company’s, every 
applicant for an agency contract would 


be psychoanalyzed for typing as a basis 
for approval or declination 

As a matter of fact, that is exactly 
what experienced agency officials have 
been doing for vears in a practical way, 
quizzing an applicant and noting his re- 
actions. All too many agents of a type 
which never could succeed in selling life 
insurance have been granted contracts, 
however, and the conclusions of the 
Research Bureau as to a more scien- 
tific and accurate method of selection 
will be awaited with great interest. 


sO 


Mutual | Life of New York Has 
Made Change in Some Titles 


Che Mutual 
the 


Chose 


Life of 
positior 

now 
presi 


directors of the 
New York have abolished 
of second vice-president 

holding that title were made 
dents follows George K 
vice-president and manager of agencies; 
W. A. Hutcheson, vice-president and 
actuary; William Shields, vice-president 
and manager real estate department 
F. L. Allen, vice-president and general 
counsel; D. S. Beebe, vice-president and 
financial manager; P. M. Foshay, 
president and manager of selection 


Made Chairman 


vice- 
argent, 


as 


vice 














H. CHACE, 


Newark, N. J. 


G. H. Chace of the agency department 
of the Prudential head office was elected 
chairman of the Association of Life 
Agency Officers at its annual meeting. 
Mr. Chace has taken an active part in 
the organization. C. D. Devlin, Con- 
federation Life of Toronto, was elected 
vice-chairman. 


Mutual Benefit’s 
Strength Is Told 


Investment Results Are Analyzed 





for Benefit of Agents 
of Company 


IS GUARDED 


SOLIDITY 


Thurman Brings Message from Rhodes 
to Chicago — President Hardin 





Preparing Treatise 


Mutual 


the 


Agents of the Benefit are be- 


taken 


highest 
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was 


on read re- 
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president and superintendent of 


that 
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cies, read statement and added his 


own observations in a address 


banquet 
Chic avo 
Hardin 
now 


company’s agents 

according 
preparing a 
Mutual 


before his 

President John R 
o Mr. Thurman, is 
more lengthy 
senehit portfolic 
Agents, 


ysis or the 


before, are interested 

structure of their 
companies It be- 
factor in competition and, 
the legitimacy of the in- 
terest, executives of many companies 
this year have expounded the invest- 
ment policy and explained the position 
of their companies for the benefit of 
| their agents. 


as never 
the investment 
own and other 
coming a big 
recognizing 


is 


Rallroad Bend Situation 

The Mutual Benefit was prompted to 
enlighten its agents, according to Mr. 
Rhodes’ communication, because atten- 
tion had been directed to the Mutual 
Benefit’s railroad bond holdings. At the 
outset, Mr. Rhodes observed that the 
total income of the Mutual Benefit in 


its 86 years has been $1,735,000,000 and 
in that time only one-tenth of 1 percent 
of this amount has been charged off. 


He then went into some detail as to 
Mutual Benefit’s investment bookkeep- 
ing practices, showing that assets are 
greatly understated and not overstated. 

Despite the depreciation that has 
taken place in this crisis, Mr. Rhodes 
said that the level is not as low as it 


was in 1920 and in that year the Mutual 
Benefit felt not the slightest concern. 
He pointed out that bonds are not pur- 
chased for speculation He said he 
could see no prospect of default except 
on four securities held by the Mutual 
Benefit, alt of which could be lost with- 
out the least embarrassment 

The Mutual Benefit, he said, is con- 
tinuing to buy railroad and utility bonds. 
| He said that bonds on a 5 percent basis 
today are the best available and the aver- 
vield on railroad bonds is 5.02. The 
average interest rate on bonds going 
down, he declared, pointing out that 2.6 
percent is the average yield on govern- 
ment bonds this year; 4.3 percent on 
state, county and municipal as compared 
with an average yield of 4.53 in 1930. 
On the other hand the average yield 
of railroad bonds this year 5.02 as 
compared with 4.9 in 1930 


age 


18 


is 


Confidence in Country 


Mr. Rhodes expressed confidence in 
the stability of the country based on 
the history of the past and a knowledge 
of the present. He said that the Mu- 


tual Benefit has an earning capacity 
close to one year’s dividend and that 
surplus could be restored, if the neces- 


sity should ever arise, by passing divi- 


(CONTINUED ON PAGE 8) 
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Predict Large Group Cases 
Will Be Closed in Few Weeks 





CHRISTMAS GIFT A FEATURE 





Production Men Are at Work Trying 
to Interest Employers in Pur- 
chase of Insurance 





NEW YORK, Oct. 5.—Predictions 
are that a number of large group cases 
will be closed before the end of this 
year. The principal reason for this fore- 
cast is the number of concerns which 
are considering group life policies as 
Christmas gifts to their employes. 

Employers are naturally trying to 
make a dollar go as far as it will and 
group life insurance is a medium 
through which this can be done to a 
maximum degree as well as being more 
than usually welcome to those who feel 
they are unable to buy all the ordinary 
life insurance they would like to get or 
who have had to lapse their insurance 
because of financial distress. Many of 
those who will profit by these group 
contracts are otherwise uninsurable and 
to them the policies will have a greatly 
augmented value. 

Because of this combination of con- 
ditions group men are trying to close 
as many cases as possible between now 











California-Western States 
Agents in Record Campaign 











In a testimonial campaign in honor of 
President Kruse and Vice-President 
Hawley, the agency field force of the 
California-Western States Life pro- 
duced more than $8,000,000 of examined 
business in the 45 days ending Oct. 31. 
This testimonial originated with the 
agency staff during the annual conven- 
tion of the Eldorado Club and was with- 
out any incentive in the way of cash 
prizes or honors dispensed by the home 
office. The special campaign opened 
Sept. 15 and was designed as an expres- 
sion of appreciation from the field force 
of the efforts of President Kruse and 
Vice-President Hawley in bringing 
about the consolidation of the California 
and Western States Life under the lead- 
ership of Mr. Kruse. Several outstand- 
ing records were made by different 
agency groups. 








and the holiday season and the number 
of firms which are seriously consider- 
ing taking out group coverage makes it 
look as if the next six weeks will see a 
good many of them put on the books. 


Root’s “Psychology for Life Insurance 
Underwriters” is recommended for “C., 

U.” study. Order from The National 
Underwriter. $3.00. 








and ability. 


thousand. 


both sides. 


AVAILABLE 
AGENCY TALENT 


The writer of this copy believes in adver- 
tising as the best method of reaching a mar- 
ket, whether for a commodity or for brains 


This advertisement is addressed to that life 
insurance institution needing an Agency 
Superintendent who came up via the rate 
book route and who has a proven record of 
management and organization and execu- 
tive ability. He is a deep student of agency 
practice and educational methods as em- 
ployed in most Home Offices and is known 
from Coast to Coast by hosts of life in- 
surance friends from Agents to Presidents. 
He can lead and inspire men because he 
understands their problems, having been all 
through the mill himself. He knows the 
value of diplomacy, and the deadening effect 
of Home Office politics. He is good on his 
feet before an audience of one or five 


This writer will call with credentials upon 
an interested reader of this statement and 
deal in person and with strict confidence on 


Address U-38, 


The National Underwriter 














Disability Action Is Seen 
Wholesome for Business 





LINTON SPEAKS AT CHICAGO 





Provident Mutual President Defends 
Restricted Income Clause but Fa- 
vors Trend of Simplification 





Action of companies in withdrawing 
or restricting the disability income 
clause will be beneficial on the whole, 
M. Albert Linton, president Provident 
Mutual, told the Life Agency Officers 
Association in its Chicago meeting. 

He confessed a belief that 6 percent 
income and 3 percent waiver benefits, 
even at increased rates, have a justifi- 
able place in life insurance and would be 
useful. 

He said the retrenchment on disabil- 
ity will cause companies and agents to 
get back closer to fundamentals, which 
would prove a wholesome experience. 
Short-cuts to success are likely to be 
dangerous and disappointing, he said, 
and in this instance “the use of the dis- 
ability appeal to sell life insurance has 
not only tended to misplace the empha- 
sis in the sale of life insurance, but it has 
brought millions of dollars of direct loss 
in its train. We must now prepare to 
sell a dog that may or may not have a 
tail. Heretofore there has too frequently 
been a tendency to sell a tail with some 
dog thrown in. 


Investment Appeal Potent 


“Fortunately the disability retreat is 
taking place at a time when the invest- 
ment appeal of life insurance is unusu- 
ally potent and gives evidence of so con- 
tinuing for some time to come. The 
modern life insurance contract on the 
ordinary life or higher premium plan is 
a marvelous combination of protection 
and investment, which performs an in- 
valuable dual function fitting in admir- 
ably with the life plans of the vast ma- 
jority of the men with whom our agents 
come into contact. In the light of what 
has been happening all around us, there 
was never a better time than now to tell 
the story of the investment aspect of life 
insurance. Agents who have been plac- 
ing unusual emphasis upon the disability 
appeal may in many instances use the 
investment appeal as a constructive sub- 


stitute. 
Created Bad Situation 


“One lesson I hope we shall learn 
from the disability mistakes. It is that 
there shall be a closer correlation be- 
tween the selling and the technical sides 
of the business so that undue pressure 
will not be exerted to adopt benefits for 
which basic statistics are too meager. 

“We all share the responsibility for 
what has happened; but there is no es- 
caping the fact that the sales side of the 
business in many instances seized upon 
the disability appeal to popularize the 
life insurance contract and thereby to a 
certain extent undermined the ability of 
the agents to sell life insurance without 
the frills. In consequence, every move 
of a competitor in the disability field 
was a source of trouble in our own ranks 
so that there was pressure to keep up 
with the Joneses. And it has cost a 
pretty penny. 

“Now that disability is for the mo- 
ment somewhat cowed and set in a cor- 
ner let us not make the mistake of trans- 
ferring to another field our desire for 
short-cuts. Maybe there is danger in 
the special policy appeal that seems to 
be making its appearance in many quar- 
ters. I mean the special policy with 
rather complicated benefits which may 
be difficult for the average policyholder 
to understand from the presentation of 
the average agent. The more we can 
school our men in the sale of the under- 
standable, clearcut forms of life insur- 
ance the greater I believe will be their 
ultimate success. 

“I believe there is a place in life insur- 
ance for the service that can be rendered 








Chicago National, Pacific 
States Merger Is Proposed 





DETAILS ARE MADE PUBLIC 





Home Office of Combined Company 
Would Be in Chicago—Vernon 
President, Whitmer Chairman 





A meeting of stockholders of the Chi- 
cago National Life has been called for 
Nov. 30 to consider a proposal to con- 
solidate that company and the Pacific 
States Life. The plan contemplates that 
the home office of the consolidated com- 
pany, to be known as the Pacific States 
Life, be located in the present home of.- 
fice building of the Chicago National: 
that W. L. Vernon, president of the 
Pacific States, continue in that office 
and that A. L. Whitmer, chairman of 
the Chicago company, be chairman of 
the new Pacific States. 

The alliance is projected as the re- 
sult of conversations between Mr. Ver- 
non and Mr. Whitmer, who are friends 
of long standing, Mr. Whitmer having 
been located on the Pacific Coast for 27 
years. Each felt that they could con- 
tribute to a more well rounded organiza- 
tion. The Pacific States is operating in 
21 states, but desires to gain eastern 
connections which the Chicago National 
can provide, while the Chicago National, 
being licensed in only six states, desires 
to extend its field. 


General Agency Plan 


The United States General Agency 
Company, of which Mr. Whitmer is the 
head, and which has been acting as gen- 
eral agent for the Chicago company in 
its six states, will act as general agent 
for the new Pacific States Life in its 21 
states, according to Mr. Whitmer, who 
also states that his activities will be even 
greater in the new set-up. 

The plan is to sell or rent the hand- 
some home office building of the Pa- 
cific States in Hollywood, Cal. The en- 
tire personnel of the Chicago National 
will be retained, Mr. Whitmer asserts. 
Directors of the Chicago National will 
become directors of the Pacific States. 

“Your officials,” Mr. Whitmer says in 
a message to stockholders, “are con- 
vinced that the opportunity to effect a 
combination with the Pacific States Life 
should be welcomed by every stock- 
holder. We have had no prospect in 
the past and perceive none in the near 
future which could, with such apparent 
certainty, strengthen your life insur- 
ance holdings and cause an apprecia- 
tion in the value of your shares.” 

Stockholders of the Chicago National 
would receive one share of Pacific States 
for each share of Chicago National. 

Including the figures of the Farmers 
Life of Denver, which the Pacific States 
recently took over, the combined com- 
pany, according to the prospectus, would 
have total assets in excess of $9,000,000; 
reserves $7,750,000; insurance in force 
$85,000,000. 

The reinsurance contract has been 
submitted to the Colorado and Illinois 
departments. 


Succeeds H. G. Leonard 


John M. Francis, who for more than 
two years has been New York editorial 
representative of the “Insurance Field” 
of Louisville, has joined the New York 
“Journal of Commerce,” succeeding the 
late H. G. Leonard, who died recently. 
Mr. Francis had daily newspaper ex- 
perience in Louisville before joining the 
“Insurance Field.” 








by a properly underwritten disability 
clause that in addition to waiving the 
premium also provides a reasonable 
amount of income to the policyholder in 
the event of prolonged total disability.” 


The Unique Manual-Digest is the only 
reference book showing all companies in 
all departments of information. Order 
at your company club rate from The 
National Underwriter. 
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| Great-West’s Dr. Mann 
Chief Medical Referee 








hn 











DR. W. L. 


MANN 


Announcement has been made by C. 
C. Ferguson, general manager of the 
Great-West Life of Winnipeg, that Dr. 
W. L. Mann, for the past six years 
medical referee, has been appointed chief 
medical referee. Dr. Mar r 
proader field of responsibilities, will de- 
vote his whole time to the administra- 
tion of both the inside and outside ac- 
tivities of the medical board. 


Mann, in his 
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Name Committee to Handle 
Managers Session in 1932 





Roger B. Hull, managing diector of 
the National Association of Life Under- 
writers, announces that Alexander E. 
Patterson, general agent of the Penn 
Mutual at Chicago, 
chairmanship of the special committee 
of general agents and managers which 
was created by unanimous vote follow- 
ing the all-day managers session held 
in connection with the National asso- 
ciation convention at Pittsburgh. 

Mr. Patterson has formed his com- 
mittee as follows: 
ager Mutual Life of New York, Pitts- 
burgh; E. B. Thurman, general agent 
New England Mutual, 
W. Yates, general agent Massachusetts 
Detroit; 
combe, Jr. 
Insurance Sales Research Bureau, Hart- 


has accepted the 


A. H. Bennell, man- 


Chicago; John 


Hol- 


John Marshall 
Life 


(ex-officio) manager 


It will be the function of this com- 
mittee, according to Mr. Patterson’s an- 
nonucement, not only to plan, probably 
through the selection of a new com- 
mittee, for the managers’ program at 
San Francisco next August, but to act 
as a contact with the National Asso- 
ciation of Life Underwriters when and 
if questions arise which involve man- 
agerial problems. 


Federal Life Buys Property 


Federal 
bought the property on which its 12- 
story home office building stands. 
lot was leased in 1911 for 99 years at 
$8,000 annual rental, and erected the 
building in 1912. 
feet on Michigan avenue and is 130 feet 
deep. The price of the purchase was 
not disclosed but it was said to have 
been an all cash transaction. The Fed- 
eral was a pioneer in the district, which 
an exclusive shopping section 
1 was the center of the whole- 


Life of Chicago has 
The 


The land fronts 48 


ee and grocery business. Presi- 
M.H f ‘ x 
son foundations could carry five extra 
Stories and it is planned before long to 

€se when the company’s growth 
warrants the expansion. 


amilton states that the cais- 








Texans Start Preparations 
for Commissioners’ Meeting 





CONFERENCE HELD IN DALLAS 





Secretary Read Meets With General 
Committee of Fifty, Representing All 
Interests—Cousins Is Chairman 


DALLAS, TEX., Nov. 5.—Texas in- 
surance men have set a new record so 
far as preparing for the annual meet- 
ing of the National Convention of In- 
surance Commissioners is concerned. 
Usually the plans for the annual meet- 
ing are not taken up until the Decem- 
ber midyear meeting, but last Saturday, 
almost’a year in advance of the annual 
convention, the convention executive 
committee met in Dallas to outline the 
program. The committee is composed 
of 50 members, including Jess G. Read, 
Oklahoma commissioner and secretary 
of the convention; W. A. Tarver, 
Texas commissioner, and representatives 
of every phase of insurance activities 
from all over Texas, in addition to Dal- 
las and Galveston chamber of com- 
merce representatives. The convention 
will be held either the last of Septem- 
ber or early in October, 1932. 


Cousins General Chairman 


R. B. Cousins, former Texas com- 
missioner and now president of the San 
Jacinto Life of Beaumont, was named 
general chairman of the convention ar- 
rangements committee. It was decided 
that business sessions will be held at 
Dallas and that Galveston will be the 
convention playground, with a probable 
stop at Houston for breakfast en route 
between the two cities. 

An elaborate entertainment program 
is in the course of arrangement, includ- 
ing a “Bathing Beauty Revue, for the 
special benefit of the third house boys 
and ex-commissioners,” Secretary Read 
announced. For active commissioners 
he promises a more conservative pro- 
gram. 

It was agreed that the Dallas com- 
mittee shall appoint all subcommittees 
and that all insurance people in the city 
will be called upon to do their bit in 
making the event a success. Special at- 
tention is being given the transporta- 
tion feature and railroads will be re- 
quested to make special rates. 


Present Program in New York 


The executive committee of 50 will 
hold another meeting to prepare a fin- 
ished program to submit to the com- 
missioners at their midyear meeting in 
New York Dec. 7-9. Committees ap- 
pointed by Chairman Cousins to per- 
fect the plans are as follows: 

At Dallas, Charles O’Donnell, South- 
western Life; R. A. Belknap, Trinity 
group; Harry Maxson, local agent; M. 
G. Jarreau, state agent Great American 
group; Homer Mitchell, Employers 
Casualty; Tom L. McCullough, Prae- 
torians, and O. Sam Cummings, state 
manager Kansas City Life. 

The Houston committee comprises 
Gus S. Wortham, American General 
Fire; A. D. Langham, president Texas 
Association of Insurance Agents; E. P. 
Greenwood, Great Southern Life, and 
James Cravens of Cravens, Dargan & 
Co. 

At Galveston the committee includes 
F. B. Markle, American National; J. F. 
Seinsheimer and H. Economidy, Amer- 
ican Fire & Marine group. 


November Policyholders’ Month 


November is policyholders’ month in 
the Federal Life of Chicago. Agents are 
being urged to call on every policy- 
holder in their territory to offer service. 
One subject being stressed is that pol- 
icyholders who have made loans on their 
policies may make an exchange on a 
basis which will keep them insured for 
the full amount of the original policy. 








Of Course, 
You Can DoWithout It! 


Ir is only human for an advertiser oc- 
casionally to challenge the necessity of 
using The National Underwriter for ad- 


vertising purposes. 


Sometimes a com- 


pany official will say, ‘‘I guess my busi- 
ness can get along without advertising in 


your paper.”’ 


Of course it can, but why should it want 


to? 


A company can get along with inefficient 
equipment and employees. 


A company can get along with old ideas 
prevailing in many departments. 


A company can get along with inept 
management, uninspired sales direction, 
unintelligent field supervision and tepid 


advertising. 
Many do. 


But the most progressive, most success- 
ful, most profitable companies do not. 


Admitting that any company can do 
without advertising in The National 
Underwriter—what does any company 
gain in denying itself its unique and 


tested advantages? 


Where is the wisdom in sacrificing time, 
money and effort in attempting other- 
wise to reach those who are producing 
the bulk of the insurance premiums in 
the United States—that 90% that The 
National Underwriter does reach? 


The ablest advertisers settled all that long 
ago; they use The National Underwriter. 


(Number 9 of a series devoted to the 
merits of National Underwriter advertising) 


The National Underwriter 


The leading weekly insurance newspaper 


E. J. WoHLGEMUTH 
President 





C. M. CARTWRIGHT 
Managing Editor 
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Real 
Salesmanship 
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Life insurance selling today demands 
more than average ability. It de- 
mands skilled knowledge plus ener- 
getic action. It demands real sales- 
manship. 


In the outset, it requires careful 
preparation, a thorough knowledge 
of the business, a keen understand- 
ing of human nature and an ability 
to quickly analyze human needs. The 
man who combines these qualities 
with “action” is the man who is hit- 
ting the high mark of success and 
reaping the rewards of his efforts. 


This Company is greatly interested 
in this type of salesmanship. We 
credit a large part of our splendid 
success and rapid growth to the con- 
stantly increasing number of real 
salesmen in our field organization. 


We have need for more such men. 
Operating in 40 States, the District of 
Columbia and Territory of Hawaii. 


Branch- Offices and General Agencies 
in practically all important centers. 


A Good Company to Represent 






MISSOURI STATE LIFE 
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HILLSMAN TAYLOR, President 
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NEWS OF THE COMPANIES 














Oregon Mutual Life Makes Announce- 
ment as to Its Agency Policy 
for the Future 





The Oregon Mutual Life of Portland 
announces as a logical result of its new 
sales training and field supervision 
plans, the entire elimination of the so- 
called part-time agents. 

“Notice has just been sent to all gen- 
eral agents to the effect that no more 
part-time agents are to be appointed on 
our field force,” said W. C. Schuppel, ex- 
ecutive vice-president, “and those part- 
time agents now on our list will either 
be absorbed into our organization as 
full-time producers or cancelled out dur- 
ing the year. 

“Our training course and our field su- 
pervision are now definite and intensive 
so that a man who is compelled to de- 
vote the major portion of his time to 
some other line of endeavor just doesn’t 
fit into our picture. Moreover, our rec- 
ords show conclusively that the business 
produced by part-time agents is un- 
profitable to the members of our or- 
ganization as well as being generally un- 
satisfactory to the policyholder. 

“We believe the higher type of pros- 
pective agent who is capable of increas- 
ing success year after year and who is 
trained to render the kind of service 
which modern conditions now demand, 
will appreciate the advantages accruing 
to him from a connection with a care- 
fully selected, properly trained, stabil- 
ized field force. Such an agent will be 
as interested in his high standing with 
the insuring public as he will be in the 
increased income from his efforts.” 


Rural Bankers Life Starts 


The Rural Bankers Life, which has its 
office in the Sherlin building at South 
Bend, Ind., has elected John V. Sees 
president. Mr. Sees is an attorney who 
has been connected with other com- 
panies. At one time he was an official 
of the old Farmers National Life. Dr. 
M. M. Gilman is vice-president and 
medical director and F. H. Tigue is sec- 
retary and general manager. 

Articles of incorporation have been 
filed with the Indiana secretary by 
the Rural Bankers Life Agency Com- 
pany of South Bend. The corpora- 
tion has an initial capital stock of 1,500 
shares valued at $10 each and will op- 
erate an agency for the sale of life in- 
surance for the Rural Bankers Life. The 





| Heaton, 





No Further Part-Time Men | i?<orporators are Marcus M. Gilman, § 
E. 5 Pom, 


Clements, Milo S. Daniels, F, 
Tigue and John V. Sees. 





Southern General’s Lineup 


John B. Vesey has been elected presi- 
dent of the Southern General Life, or. 
ganized at Memphis, Tenn., by Frank 
formerly of Houston, Tex. 
Other officers are: Frank Aydelott and 
Mr. Heaton, vice-presidents; Edward 
Russell, vice-president and general coup- 
sel; J. E. Vinsohn, treasurer; M, 0. 
Carter, secretary. Directors in addition 
to the officers are William Galloway 
Roy C. Smith and Dr. W. L. Simpson. 

The company, which is capitalized at 
$200,000, has received its Tennessee 
charter. Its offices are on the 22d floor 
of the Sterick building, Memphis. 





Financing Now Completed 


Completion of the financing of the 
Union States Life of Portland is ap. 
nounced by President W. E. Hibbard. 
He states that $3,000,000 in subscrip- 
tions have been raised by the Capitol 
Underwriters Company, the fiscal agent. 

During the last six months, he said, 
about $4,000,000 of preliminary applica- 
tions accompanied with premiums have 
been received. The company will now 
devote its entire attention to produc- 
tion. 


Some Owners Are 
Pressed By Banks 


(CONTINUED FROM PAGE 1) 


moved from a town now, as soon as con- 
ditions improve, promoters will surely 
capitalize on local sentiment to start a 
new company in that town. Far-sighted 
men in the large companies, who might 
be presumed to favor sales which would 
reduce the number of smaller compa- 
nies, are not really thinking in those 
terms. The smaller companies are con- 
stantly becoming seasoned; as_ they 
graduate from their first few years of 
painful growth, temptation to depart 
from standard practices is not so strong 
and they become constructive competi- 
tors. 

If some of these companies are re- 
moved in the midst of that growth, ob- 
servers feel that they will eventually 
be replaced by companies which must 
start from the bottom and perhaps in- 
dulge in some of those practices which 
are distasteful to the older companies in 
order to get a foothold. 








Plans for Barry Dinner 





Alfred Hurrell, vice-president and gen- 
eral counsel of the Prudential, has been 
chosen as toastmaster for the testimonial 
dinner which will be tendered James 
Victor Barry, retired third vice-president 
of the Metropolitan Life, by the insur- 
ance fraternity of the country in New 
York City at the Waldorf-Astoria the 
evening of Dec. 9. Mr. Hurrell is a 
warm personal friend of Mr. Barry and, 
in fact, the two men roomed together 
for a while when Mr. Hurrell was con- 
nected with the association of Life In- 
surance Presidents. 

President F. H. Ecker of the Metro- 
politan Life will speak for that com- 
pany. Frederick Richardson, United 
States manager of the General Accident, 
will speak for the casualty people. 
United States Manager C. F. Shallcross 
of the North British & Mercantile will 
represent fire insurance. Insurance Com- 
missioner C, D. Livingston of Michigan 
will represent the National Convention 
of Insurance Commissioners. It is fit- 
ting that Mr. Livingston perform this 
pleasant function as Mr. Barry is a for- 





mer Michigan commissioner. Mr. Liv- 





ingston is a former fire insurance field 
man of the state and is a long time per- 
sonal friend of Mr. Barry. Col. Joseph 
Button, president of the Union Life of 
Richmond, Va., former commissioner of 
that state and for many years secretary 
of the National Convention of Insur- 
ance Commissioners, will speak for 
former state officials. Homer Guck, 
president of the Chicago “Herald-Ex- 
aminer,” a former Michigan newspaper 
man, will speak for the newspaper people. 
Invitations for the dinner will go out 
this week. The committee realizes the 
impossibility of reaching everyone who 
should be invited. Therefore Henry *. 
Tyrrell of the Northwestern Mutual 
Life, who is general chairman of the 
committee, requests that those who do 
not receive invitations but who desire to 
attend the dinner should address C. C 
Klocksin, Waldorf-Astoria hotel, New 
York, who is chairman of the committee 
on invitations. J. S. Phillips, former 
New York insurance superintendent and 
now president of the Great American 
Indemnity, is chairman of the commit- 
tee on arrangements in New York. 
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Disability Action 
Is Slowing Down 


(CONTINUED FROM PAGE 1) 


He mentioned that some participat- 
ing companies are reducing dividends 
under policies with disability, the effect 
of which action, he says, is that the 
policyholder pays an increased premium 
in addition to the actual premium stated 
in the contract, whereas in a non-par 
company it 1s obvious this method can- 
not be used, so that the increase in 
premium would be large. 

“The waiver of premium benefit is a 
desirable part of a life insurance con- 


tract,” he said. “We have decided to 
continue this. The rates will remain 
until Jan. 1, 1932, before which time 


copies of a new schedule will be made 
public. A six months’ period of total 
disability will be required to qualify for 
the benefit in place of the present four 
months. This period has been extended 
so that the extra premium may be kept 
reasonably low.” 

The Columbian National Life Nov. 1 
discontinued disability income, but the 
present waiver will be continued until 
Jan, 1, when a modified form with new 
premiums will be issued. 

The Brooklyn National, effective Nov. 
1, began issuing income benefit on male 
lives only, ages 20-50, providing dis- 
ability must occur prior to age 55 in- 
stead of 60 and income shall cease at 
age 65; total income from all companies 
shall not exceed $500 per month or 50 
percent of applicant's earned income, 
whichever is less. 

Mutual Benefit’s 


The Mutual Benefit, in the forthcom- 
ing issue of its agency house organ, 
“The Pelican,” states its position on dis- 
ability. The company expects to con- 
tinue writing this benefit under its pres- 
ent clause as long as it can protect itself 
against the diversion to it of business 
from other companies which have elimi- 
nated or restricted this form of coverage. 

The Central Life of Chicago will prob- 
ably withhold a change in its disability 
rates and clauses until the end of the 
year but in the meantime it has adopted 
a stricter underwriting policy. 

The Provident Life of Bismarck, N. 
D., will have an announcement to make 
regarding disability between now and 
the first of the year. 

The Reliance Mutual of 
continuing waiver of 


Position 


Chicago is 
premium at the 


same rates as before, with a waiting 
period of six months. 
The Capitol Life of Denver is con- 


sidering disability and may have an an- 
nouncement to make in the near future. 
The Manhattan Life of New York 


also is considering the subject but has. 


no statement to make for publication at 
this time. 


Ne Action Vet in Canada 


Canadian companies are giving the 
matter of disability careful consideration 
but it is understood are not likely to 
make any changes for some time come. 

Companies with home offices in 
Chattanooga have taken no action to 
quit the disability income clause. The 
matter has been discussed, President R. 
J. Maclellan of the Provident Life & 
Accident states, but no action is con- 
templated now. 

The American National will decrease 
maximum acceptance on one risk to an 
mcome of $100 a month with, however, 
no other changes in rates or provisions 
contemplated at this time. 

he Connecticut Mutual plans to 
change rates and provisions but has not 
announced a definite decision in this re- 
Spect. 

The Federal Reserve Life does “not 
contemplate making any change in pro- 
visions or rates at this time. 

The Lincoln Liberty is considering 
changing to the $5 per month per $1,000 
Clause instead of a $10 clause as at 
present. 

_The “Manhattan Mutual is considering 
discontinuance of disability income but 
as not come to a definite decision. 
The National Guardian will make an 








Bayard Holmes’ Death 
Brought Keen Regret 





The death of Bayard P. Holmes of 
New York, chairman of the board of 
the Hooper-Holmes Bureau, at the Post- 
Graduate hospital there Friday night 
brought personal sorrow to a large 
circle of friends. There was no man in 
insurance that had a wider acquaintance 


than Mr. Holmes. He had been con- 
nected with the business in a way that 
brought him in close contact with the 


men in it and he won their esteem and 
affection. Mr. Holmes took particular 
delight in helping friends along the way. 
He had come to the assistance of peo- 


ple financially, socially and in a_ busi- 
ness way and made no pretense about 
it. 


Was a Superb Host 


In many ways Bayard Holmes was a 
real prince of the blood royal. As an 
entertainer and host he had no superior. 
In spite of his intense, earnest and ag- 
gressive personality he was a man of 
great charm in mind and manner. He 
was intensely loyal to his friends. In 
his contact with insurance men he wove 
himself into their hearts, Mr. Holmes 
was born March 12, 1868, at Cortland, 
N. Y., and back to the home of his 
youth went the body for interment 
where it will rest in silence. He grad- 
uated from Cornell, took a law course, 
went to New York and became man- 
ager of the Thiel Detective Service 
Company. In this work he made some 
insurance investigations and that led to 
his desire to become more closely affili- 
ated with the business. 

The old International Association of 
Accident Underwriters employed W. 
deM. Hooper to organize a bureau for 
the association known as the Interna- 
tional Insurance Information Bureau to 
keep tab on claims and report on agents. 
Mr. Hooper also conducted an insur- 
ance paper. It so happened that Mr. 
Holmes and Mr. Hooper shared offices. 
Out of that affiliation developed a 
friendship that was close and lasting. 
The International Association of Acci- 
dent Underwriters desired to get rid of 
its bureau and Mr. Holmes and Mr. 
Hooper got together and organized the 
Hooper-Holmes Bureau, 


John King Entered the Service 


After Mr. Hooper’s death Mr. Holmes 
went to fill up the gap and induced John 
J. King, for 20 years head of the in- 
spection department of the Mutual Life 
ot New York, to join him in the Hooper 
Holmes Bureau. For 20 years or so 
these two men did notable team work 
The business grew and prospered. In 
addition to the original plan tor getting 
information for accident and health com- 
panies they enlarged the service. First 
they developed a life insurance inspec- 
tion service and then fire and automo- 
bile. Not long ago Mr. Holmes became 
chairman of the board and Mr. King 
president. Mr. Holmes desired to get 
rid of some of the exacting duties of 
his work but he was almost daily at his 
office. 

Until April 1921, Mr. Holmes con- 
tinued his bachelor apartments. Dur- 
ing that month he married Mrs. Doro- 
thy M. Rolph of Denver, who had been 
deputy insurance commissioner for many 
years and served as insurance commis- 
sioner. Mr. and Mrs, Holmes were 
celebrated for their superb and charm- 
ing hospitality in many, many ways. 








announcement about Nov. 15. 

The National Savings of Missouri 
temporarily has withdrawn disability 
its future policy not being decided. 

The Northwestern Mutual does not 
contemplate any change in rates or pro- 
visions. 

The State Farm Life, State Reserve 
Life and also Union Cooperative have 
no intention of changing their clauses. 

The Atlantic Life will continue the 
waiver of premium clause in a slightly 
modified form to be announced later, 
issued to eligible risks at the present 
rates, President A. O. Swink announces. 
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GOOD SHIPS: Only ‘stormy weather’’ really tests 
the safety of ships and financial institutions. Well- 
managed life insurance companies have come through 
every ‘“‘storm’’—every test—safe and staunch. For ex- 
ample, for 86 years, since it was founded in 1845, New 
York Life has weathered all Wars, Epidemics and 
Financial Crises:—The Mexican, Civil, Spanish-Amer- 
ican, and World Wars;—The scourges of yellow fever, 
cholera and influenza;—The panics and depressions of 
1857, 1861, 1865, of the 70’s, of 1884, 1893, 1896, 1903, 
1907, 1914, 1920-21 and 1929-1931. In all these years 
New York Life has never failed to meet an obligation. 





NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, Madison Square 
New York, N. Y. 
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Home Office Building 


A Comblete Life 
Insurance Service 
| for a Modern Age 
| CR 


We Offer 


—Policies all ages, 1 day to 70 years. 

—Both Participating and Non-Participating. 
—Non-Medical—Sub-standard. 

—Disability, Dismemberment and Surgical Benefits. 
—Special Monthly Premium Payment Plan. 
—Double Indemnity. 

—Children’s Policies with Beneficiary Insurance. 


—NEW FAMILY INCOME PROTECTION 
POLICY. 


—Sales Planning and Circularizing Department. 
—Producers’ Club. 





















Available territory in seventeen 
~~ states West of the Mississippi Be 
River and in Illinois and Florida. 
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Central States Life 
| Insurance Company 


| James A. McVoy, President 
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Mutual Benefit’s 
Strength Is Told 


(CONTINUED FROM PAGE 3) 


dends for one year. “You can’t make 
an insurance company fail unless you 
are stupid or dishonest,” Mr. Rhodes 
said. 

Mr. Thurman, on his own account, 
pointed out that there is a lack of sig- 
nificance of market value as affecting a 
life insurance company, which buys se- 
curities to hold and is not concerned 
with the liquidating value. The market 
value is a composite opinion of a torn 
world, he said. 

Since securities mature years ahead, 
if the interest is maintained and pay- 
ment of the bond is assured, there is 
no worry about whether it is selling 
at 92 or 100. 

In 1929, after the stock market crash, 
when there was an unprecedented de- 
mand for policy loans, the Mutual Bene- 
fit did not liquidate any securities, Mr. 
Thurman declared. The demand for 
cash was met without the sale of any 
holdings. 


Government Bonds Bought 


Because of the continued demands of 
policyholders for cash, the Mutual Bene- 
fit this year has bought $1,000,000 of 
government bonds yielding a lower rate 
of interest for the sake of liquidity. 

Mr. Thurman said that the directors 
in recent months have been meeting 
twice a week instead of once, being ever 
watchful of the interest of the policy- 
holders. There is no concern on the 
part of these men as to the solidity 
or stability of the Mutual Benefit, he 
said. 

Life insurance, Mr. Thurman declared, 
is awake and alive to its responsibility. 
He declared that companies will have 
to do things which may indicate to por- 
tions of the uncritical public that there 
is a lack of strength in life insurance. 
He said there may be some real ca- 
tastrophes. 

The Mutual Benefit, according to Mr. 
Thurman, has tremendous hidden re- 
serves. The extent of the depression 
has been anticipated as of greater dura- 
tion and provisions have been made. 

Mr. Thurman pointed out that in 
times of great adversity people die at 
a more rapid rate. There is a suicide 
factor and there are a great many nor- 
mal deaths, which are precipitated by 
ae and stress. Mortality rate is very 
high. 





Why Dividends Were Cut 


The Mutual Benefit changed its divi- 
dend scale, according to Mr. Thurman, 
to carry the company over a disturbed 
period. That action, he said, has no 
implication as to interest earnings. 

Mr. Thurman compared the present 
deression to the panic of 1837 when 
there was a shaking of the confidence 
of the people in institutional manage- 
ment, there being, for instance, 162 ma- 
jor railroads in the hands of receivers. 
Effects of that panic were felt for eight 
years. Mr. Thurman said that the dur- 
ation of this depression may not be as 
great because of mechanical features to 
offset it such as the federal reserve sys- 
tem. 

Money was timid in the panic of 1837 
as it is today. The Mutual Benefit, he 
pointed out, was organized in 1845 in 
a time of panic and many of the other 
large life insurance organizations were 
launched then. The institutions were 
founded in a time of distress. People 
joined their interests together to build 
something enduring and the business 
was started in that kind of an atmos- 
phere. 

People again are in distress, he said, 
and he predicted that the business is on 
the verge of a new birth. People are 
reaching out for safety and life insur- 
ance has a “lustrous history.” 

This appears to be a golden day of 
harvest for the prepared man, Mr. Thur- 
man said. Insurance will be ‘sold by 
men who can demand respect of en- 
lightened people, he said. 

In the sifting down process of this 











Ranking Officer | 























P. K. LUTKEN 


P. K. Lutken, recently elected execy- 
tive vice-president of the Lamar Life, js 
a graduate of Mississippi A. & M. Col. 
lege and served overseas during the 
world war. He was assigned to duty at 
the peace conference in Paris. Ten years 
ago Mr. Lutken was made vice-presi- 
dent of the Lamar Life and has had 
charge of investments since that time. 
He was the next ranking officer to the 
late President C. W. Welty. 








day, Mr. Thurman declared, the status 
of thousands of people will be changed. 
Another crop of young men is about to 
take their place. They are the men 
who have prepared themselves for lead- 
ership. They must be induced to pa- 
tronize life insurance by men trained in 
leadership in life insurance. 

The banquet was an enjoyable affair, 
concluding a full day’s program. James 
Otto of the Chicago agency presided at 
the evening function. 

A. S. Ingersoll, assistant manager of 
the A. A. Drew agency in Chicago, 
gave the greetings in the absence of Mr. 
Drew, who is suffering severely from 
the effect of poison ivy at his place in 
Maine. 


Outside Speakers Heard 


Joe Weil of Owensboro, Ky., one of 
the most popular members of the Mu- 
tual Benefit organization, entertained 
with a series of stories. F. E. Stewart, 
Davenport general agent; W. S. Coch- 
ran, Peoria general agent, and H. M. 
Solenberger of Springfield, Ill, were 
introduced. During the day Wallace 
King of Lima, Ohio, gave an address 
emphasizing the virtue of continuous 
weekly production. Mr. Weil also talked 
at the business session. He said he uses 
the depression to make an impression. 
Approaching a man, who has suffered 
any losses in stocks, Mr. Weil tells him 
not to worry; that the values will come 
back and all it takes for them to come 
back is for the man to live. If the man 
dies, the family of course, might have to 
sell the holdings at the depreciated 
value. He advises the man to hedge; to 
use the dividends on his securities to 
buy life insurance. Mr. Wei! has pro- 
duced for 878 consecutive weeks. 
Bruce Parsons, a leading producer m 
the Chicago agency, presided at the 
business session. 

W. H. Beers of the home office also 
was on hand and made a valuable talk. 


The First American Life & Accident, 
Fort Smith, Ark., has moved its name 
office to Omaha, Neb., and is reported a 
be endeavoring to reinsure its bonnes 
and retire from the field. Its offices bh 
now at 822 First National Bank bul 
ing, Omaha. 
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Agency Officials’ 
Meeting Helpful 


(CONTINUED FROM PAGE 3) 
among other things so inform them- 
selves as to be ale to convey their share 
of the responsibilities to the field men. 

Mr. Webb announced appointment of 
a nominating committee: L. P. Brig- 
ham, National Life of Vermont; J. A. 
Stevenson and H. E. Aldrich, Equitable 
of Iowa. 

Dr. Cook Expands Theme 


Dr. H. W. Cook, Northwestern Na 
tional, then gave a most interesting and 
timely talk on “Trends in Underwriting 
as They Affect Agency Department Ac- 
tivities,” developing Mr. Webb’s theme 
of a need for close cooperation between 
all departments. He exhibited a chart 
showing technical points of underwrit- 
ing in which agents can be interested, 
and properly so. One item is the nu- 
merical rating sheet. There is no rea- 
son to make a mystery of it, he said, 
and agents are far better salesmen if 
they know the process. Another item 
js mortality. An agent should be inter- 
ested in knowing where his cases are 
landing because of impairments. He 
showed that the incidence of heart and 
other degenerative diseases is going up 
very rapidly. He said this means that 
the agent must land his cases before 
age 45 or 50 if he wants to have a good 
chance of acceptance. 

He said if these opportunities are 
grasped, more and better life insurance 
will be sold in the next decade with less 
declinations than ever before in the his- 
tory of the business. 


Murphy Stresses Selection 


The next speaker on the same sub- 
ject was Ray D. Murphy, vice-president 
Equitable Life of New York in charge 
of underwriting. He made the point 
that selection is greatly affected by per- 
sons including or excluding themselves 
by choice, and that this is not a constant 
factor. It is affected by a knowledge 
of illness, growing popularity of life in- 
surance, etc. It must be met, he said, 
by more efficient home office and field 
selection methods. 

J. G. Parker, actuary Imperial Life, 
Toronto, gave an address on “Actuar- 
ial Trends as They Affect Agency De- 
partment Activities.” He mentioned the 
growth in the number of special policies 
which so long as they were sound prob- 
ably served a good purpose. He said 
however not all dangers lying behind 
intricate policies have been avoided. One 
difficulty is in ascertaining the exact 
nature of the contract, and this causes 
numerous complaints of misrepresenta- 
tion, : 

Notes Investment Trend 


The definite trend toward purchasing 
policies with an investment element also 
was noted, and the increasing tendency 
to pay several years’ premiums in ad- 
vance. People also seem to be falling 
back on annuities as an anchor to wind- 
ward. Mr. Murphy emphasized the dan- 
ger of doing a banking business through 
special policies, as large withdrawals of 
funds may be expected when general in- 
vestment return improves. 

Mr. Webb at this point recalled that 
the Research Bureau had overlooked the 
“slight detail” of electing new officers. 
Frank L. Jones took the chair and Wal- 
ter Shepard, Lincoln National, read the 
slate prepared by the nominating com- 
mittee containing 15 names for the new 
board of directors, which carried unani- 
mously. A vote of thanks and confi- 
dence was given the retiring Bureau of- 
ficers. 

Disability is going to affect -agency 
work by bringing it back closer to fun- 
damentals and away from short cuts to 
Success, M. Albert Linton, Provident 
Mutual, stated in a diverting yet 
thought-provoking talk on “Disability 
Events as They Affect Agency Depart- 
ment Activities.” Mr. Linton said there 
1s a place for a properly written clause 
with a 6 percent income benefit and 3 
Percent waiver benefit and the Provi- 





dent Mutual is to continue the clause, 
with restrictions. He said it will be an 
interesting situation, with two groups of 
companies, one issuing income disability 
and waiver and the other only waiver. 
He said only the future can tell what 
the result will be. | 


Nollen on Responsibilities | 


The subject also was discussed by G. 
S. Nollen, president Bankers of Iowa. 
He said his company will continue the | 
disability “experiment” on a modest | 
basis. There has been an attempt gen- | 
erally in the past to crowd too much | 
into the mind of the new man. The old 
man today must be taught how to sell | 
business differently. The bulk of sales- | 
men do not have a sufficiently keen ap- | 
preciation of their responsibilities as | 
underwriters in the field. 

Agency officers now have the job of | 
convincing agents their trouble is largely | 
mental, he said. The field organization 
also should be impressed with the neces- 
sity of making proper disability settle- 
ments and that money should be paid 
out only under the policy contract. 

There is a competitive factor. Com- 
panies which quit the disability income 
clause are going to find their agents 
will be tempted to use destructive sales 
arguments. Such an argument will prove 
to be a two-edged sword, Mr. Nollen 
said. 





Guardians of Business 


The most important point is for 
agency officers now to regard them- 
selves as guardians of the institution, he 
said. The ideal agency officer now is 
the one with dynamic power and intelli- 
gent perspective. 

Mr. Nollen said all agency officers 
were responsible for introduction of the 
disability income clause and for increase 
of benefits before proper experience had 
been gained, and therefore all are 
charged with responsibility for repair- 
ing the damage it has done. 

The report of a committee headed by 
Frank L. Jones on replacement of busi- 
ness was tendered by Mr. Jones. The 
report early in the meeting was ap- 
proved by the executive committee. Mr. 
Jones said companies were given the 
privilege of subscribing to the plan with 
any desired exceptions, and of the seven 
exceptions received four were for ex- 
clusion of term insurance from the 
agreement. He said the joint commit- 
tee was solidly behind the proposition 
that term should be excluded. Two com- 
panies objected to the waiting period of 
two weeks imposed to give other com- 
panies interested an opportunity to 
check up, and Mr. Jones said the pro- 
vision was sufficiently flexible to meet 
the requirements. . 


Nominations Are Made 


Mr. Brigham, chairman of the agency 
officers’ nominating committee then re- 
ported the slate. For executive com- 
mitteemen: J. J. Murray, agency super- 
intendent Dominion Life; A. V. Mo- 
zingo, Volunteer State; John A. Steven- 
son, Penn Mutual. Unanimous election 
resulted. 

Mr. Webb opened the afternoon ses- 
sion Thursday with the assertion that 
attention should be paid toward making 
sure that new men are not brought in 
with inflated ideas of what to expect. 
He said they should not be influenced by 
commission illustrations based on ex- 
ceptions rather than average experience 
which the ordinary man or woman 
probably would be unable to achieve. 

Dr. John A. Stevenson was unable to 
remain at the convention to deliver his 
report as chairman of the committee on 
the 1931 Thrift Week, and G. H. Chace, 
Prudential, substituted. Results were 
1,000,000 contacts on “Life Insurance 
Day.” Much literature was distributed 
and many radio broadcasts made by 
American notables. It was recom- 
mended that the event be repeated in 
1932 and the executive committee voted 
again to participate. The convention ap- 
plauded Dr. Stevenson’s labors in the 
1931 campaign. 

The final set address of the meeting 





was “Maintaining the Equilibrium in 


NATIONAL 
LIFE AND 


ACCIDENT 
INSURANCE 
COMPANY 


INCORPORATED 


SHIELDS 
adele 





Trade Mark Reg. U. 8. Pat. OF 


PRIDE 


Shield Men are proud of their com- 
pany and its high standing among 
other insurance organizations of the 
country. Consider the following facts 
and will understand 
Shield Men like to represent a com- 
pany of such prestige: 


you too why 


Organized in 1902. 


Ranks first on Industrial Health & Accident 
Insurance. 


Ranks third on Health and Accident prem- 
ium income. 


Ranks fifth on total number policies in 
force. 


Ranks seventh on Industrial Life Insurance. 


Ranks among first forty on total Life In- 
surance in force. 


Assets—approximately $30,000,000.00. 
Over 120 district offices in 21 states. 
Over 3,000 representatives. 


Over $315,000,000.00 total Life Insurance in 
force. 


Over $108,000,000.00 ordinary life in force. 


TheNATIONAL LIFE AND 
ACCIDENT INSURANCE 
COMPANY INC. 


NASHVILLE TENNESSEE 
Tune in WIM 










































































10 THE NATIONAL UNDERW RITER 























Things 
You Must Be 
Sure of— 


The integrity of your company, its in- 
itiative, its helpfulness. 

You can persuade a client to invest 
money only in something you think is safe; 
you can face him confidently if your com- 
pany has initiative to adopt new ideas 
and helps you to apply them because you 
know you have proper, modern equip- 
ment for solving problems. 

The Franklin has weathered 47 vears 
which have included war, epidemic, and 
financial uncertainty throughout the 
country, without faltering. It has always 
been in the vanguard for new ideas, and 
offers its agents both elementary and ad- 
vanced study courses. 

You can be sure of The Franklin’s 
stability and of the tools it offers for 


estate building. 


THE FRANKLIN LIFE 


INSURANCE COMPANY 
Springfield, Illinois 





























My Company 

Because Fidelity is a good com- 
pany to work with, its field men 
instinctively say ‘‘my company.” 
This reputation has been built by 
more than a half century of fair 
dealing under live-and-let-live con- 
tracts with close Head Office co- 
operation. 


Fidelity Offers 


Modern policy forms and an ex- 
ceedingly successful lead service. It 
operates in thirty-nine states, in- 
cluding New York, on a full ‘level 
net premium basis. It has more 
than $424,000,000 insurance in 
force, is financially solid and stead- 

Send for booklet ily growing. 


“The eo Back of the Income a 3 _. . rely Income 
he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 


Life Insurance Niiiadienik® by Philip 
Burnet, president Continental American 
of Baltimore. He said agency depart- 
ments definitely have come into their 
own, and he considers them the most 
important factor in the company. 

Mr. Burnet summarized some of the 
papers, emphasizing that results depend 
less on age and size of a company than 
on efficiency of management. 

“The thing we lack most of all in 
this business,” he said, “is managers and 
training managers. But let us be guided 
by the mistakes we made in training 
agents. We have found that formal class 
room training is not sufficient. It is the 
practical training that counts; one man 
who knows how to sell life insurance 
going out and showing another how to 
do it. We must not overlook the coach- 
ing. One good way is by the unit sys- 
tem.” 


Should Weed Out Misfits 


If the sum total of the formed habits 
of an individual is adapted to life insur- 
ance work, he has a good opportunity 
in the business, Mr. Burnet said. 
Agency turnover is not an unmitigated 
evil for unsuitable personnel should be 
weeded out after a comparatively short 
experimental period. 

‘There is still another problem,” he 
said, “that of systematizing and organ- 
izing the sales processes; to try to get 
agents to make daily report of inter- 
views, use prepared talks and so forth. 
We all are trying to do this, but we 
seem to be up against a stone wall. It 
seems utterly impossible to organize life 
insurance selling as are other busi- 
nesses.” 


Training Is the 
Manager’s Chore 


(CONTINUED FROM PAGE 2) 


12 per cent of those in the lowest group. 
From the group which produced the 
least in its first 90 days there came no 
substantial producer. 

The analysis was made, according to 
Mr. Terrill, to impress the managers 
with the advisability of early terminat- 
ing contracts of those who do not pro- 
duce. The bulk of financing is for men 
in the lowest group, he said. It must be 
realized that there is an inevitable turn- 
over. 

Mr. Terrill said that the Phoenix Mu- 
tual has found that the best age group is 
39-42 and the next is 30-38. In general 
men between 28 and 42 are considered 
the best. 

In 1927 Mr. Terrill said the Phoenix 

Mutual put under contract 179 new 
men. In their first calendar year they 
paid in new premiums $99,000; in 1928 
they paid in $328,000; in 1929, $304,000, 
and 1930, $221,000. 
In 1928 the Phoenix Mutual put under 
contract 162 new men who paid in $117,- 
000 their first calendar year; in 1929, 
$294,000, and in 1930, $260,000. 


Thurman Is Commended 


Oliver Thurman of the Mutual Bene- 
fit was paid high tribute for his work as 
chairman of the special investigating 
committee of the Life Insurance Sales 
Research Bureau. His report indicated 
that much time had been spent in its 
preparation and that he had given it his 
personal attention. 

Questionnaires had been sent out by 
the committee asking for suggestions 
from member companies. Mr. Thurman 
reported that it was the consensus that 
the bureau should develop its research 
activity to a greater extent and devote 
less attention to sales promotional work. 
When conclusions as a result of re- 
search are reached they should be dis- 
tributed, Mr. Thurman suggested, by 
some process which would produce 
enough money to continue in the work 
and contrasted to the plan of looking 
for something saleable in order to get 
funds. Mr. Thurman said that there is 
a financial problem involved but did not 
state just how it will be solved. He said 
that plans have been developed. He sug- 
gested that the staff of consultants be 























increased and he said that plans have 
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been devised to maintain this service by 
adequate fee charges. 

The budget is being planned to pro- 
vide a contingent surplus and a def inite 
surplus to be added to for research, Mr. 
Thurman reported. 

The structural management of the bu- 
reau was changed as a result of the com- 
mittee’s work. Instead of an executive 
committee of nine there is now a board 
of directors of 15 and an executive com- 
mittee of five appointed by the board of 
directors. 


Connecticut Day 
Held in Hartford 


(CONTINUED FROM PAGE 2) 
astrous effects are, there is some com- 
fort in the realization that it has proven 
by repetition a few blessings in disguise. 
Once again, a great number of our peo- 
ple have learned that one cannot buy 
something for nothing and expect the 
purchase to prove real. I believe these 
times afford the life insurance business 
a golden opportunity, if not indeed a 
duty, to bring home to the American 
public the soundness of life insurance as 
a pure investment. I believe that we 
have in the past decade or two missed 
a real opportunity and, in a degree, have 
failed in a duty to educate sufficiently 
an ignorant public to the value of life 
insurance as an integral, basic part of 
their investment plan. I appreciate the 
difficulties of the life underwriter in 
preaching life insurance as an invest- 
ment during those ‘get-rich-quick’ years 
in the past decade, but difficulties do 
not excuse lost opportunities. I have 
talked with many life underwriters re- 
cently who frankly admit that they have 
failed to represent adequately life insur- 
ance as a pure investment. These last 
two years have removed any doubt from 
the minds of many that life insurance 
stands almost alone in its value as such 
an investment.” 

Instead of making a set speech, Ralph 
G, Engelsman, Penn Mutual Life gen- 
eral agent in New York, asked himself 
a number of questions which he an- 
swered in form of a self-interview. 

A feature of the afternoon was an in- 
spection of the Connecticut depart- 
ment’s new quarters in the new state 
office building. Commissioner Dunham 
received the guests in his office, which 
was banked with flowers sent by friends. 

Governor Cross of Connecticut was 
the guest speaker at the luncheon. Com- 
missioner Dunham was toastmaster and 
introduced a number of guests promi- 
nent in insurance or state and city af- 
fairs. Mr. Case was toastmaster at the 
banquet in the evening, substituting for 
Mr. Turner. Speakers were Colonel 
Dunham, Rev. J. N. Mark of Brookline, 
Mass., and Dr. Teyhi Hsieh of Boston, 
managing director of the Chinese Trade 
Bureau of Boston. The E. B. Mallette 
cup for the local board having the larg- 
est percentage of its members present 
was awarded for the third time to Nor- 
wich, giving it permanent possession of 
the trophy. 
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Policy Literature, Rate Books, etc. 
PRICE, $5.00 and $2.00 respectively. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the 


Digest” and “Little Gem,” Published Annually in May and March respectively 


“Unique Manual- 
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Has New Convertible Policy 





Massachusetts Mutual Brings Out Ordi- 
nary Life with Preliminary Periods 
of Term 





The Massachusetts Mutual is issuing 
an automatically convertible term policy 
which is identical with the regular ordi- 
nary life form except that it is preceded 
by two, three, four, five, six or seven 
years’ term insurance, as the applicant 
may elect. At end of the term period 
the contract automatically goes on the 
ordinary life plan. There is available 
the privilege of conversion without ex- 
amination to other permanent plans at 
any time up to date of automatic con- 
version. No  non-forfeiture or loan 
values are available during the period 
of term insurance. 

Premiums per thousand at age 35 for 
the contracts with various periods of 
term insurance are: Two, $10.19; three, 
$10.28; four, $10.37; five, $10.48; six, 
$10.60, and seven, $10.72. First year 
dividends respectively for these con- 
tracts are: $2.66, $2.66, $2.67, $2.68, 
$2.69 and $2.71. 


Continue Dividend Scales 


Several companies announce that they 
will continue the 1931 dividend scales in 


1932. These are the Berkshire, Central 
of Iowa, Columbia of Ohio, General 
Mutual, Hawkeye Life, Mid-West Life, 
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J. A. MeNulty, 


National Life of Iowa, 
Missouri, North- 
Union Co- 


Ministers Mutual, 
National Savings of 
western Union, State Mutual, 
operative and Webster Life. 

The National Life of Vermont also 
will remain on the present scale of 
dividends in 1932. One other large New 
England company has decided to remain 





on its present scale but has not made 
announcement. 
Northwestern Mutual 
The Northwestern Mutual Life this 


week announced the maintenance of its 
regular dividend scale for 1932. 


Bankers National 


The Bankers National is revising its 
dividend formula so that dividends will 
be smaller at shorter durations and 
larger at longer durations. The net re- 
sult is a decrease in total disbursements 
for dividends. It is announced adjust- 
ments will be made in policies issued 
with disability benefits prior to June 30, 
1930, with rates which have been found 
inadequate, corresponding to the _ in- 
adequacy of premiums. 


Travelers 
The Travelers is issuing a new single 
premium temporary annuity to 85 with 
return of premium at 85 or prior death, 


which however is not issued in New 
York, lowa, Massachusetts, Montana, Ne- 
braska or Wisconsin. The amount of an- 


nuity purchased by $10,000 for both men 
and women is: Ages 20-50 inclusive, 
$415 annually, $205.72 semi-annually, 
$102.22 quarterly, $34.03 monthly; age 55, 
$410, $203.24, $101.19, $33.62, respectively; 
age 60, $405, $200.76, $99.95, $33.21, re- 
spectively; age 65, $302.50, $194.56, 
$96.87, $32.19, respectively; age 70, $3890, 
$188.37, $93.78, $31.16. 





NEWS FROM NEW YORK 








NEW YORK AGENCY FIGURES 


The C. B. Knight agency of the 
Union Central Life ranked first in new 
business paid for in October while the 
J. S. Myrick agency of the Mutual Life 
was first for the first ten months. A 
very notable October record was made 
by Johnson & Higgins, general agents 
for the Prudential and the Home Life 
of New York, who increased their paid- 
for ordinary business more than 100 
percent over the same month of last 
year and their year-to-date business by 
17 percent. 

Following are some figures for New 
York agencies. The first amount for 
each agency represents October busi- 
ness, the one immediately below it being 
that for the first ten months of the year. 


1931 1930 
Cc. B. Knight, Union 
COREE 20scccsss $ 3,020,000 $ 3,132,000 
28,188,000 28,495,000 


Johnson & Higgins, 
Prudentl. & Home 2,648,500 1,318,500 
23,122,000 19,687,000 


J. S. Myrick, Mu- 
SS | ser 2,532,000 3,253,500 
30,716,000 36,912,000 

R. H. Keffer, Aetna 
I acai ade tection ieee 2,344,000 2,513,000 
21,311,000 29,936,000 

Cc. E. DeLong, Mu- 
tual Benefit...... 1,876,000 2,079,000 
21,244,000 25,794,000 

Keane - Patterson, 
Mass. Mutual.... 1,709,000 1,619,000 
15,662,000 14,788,000 

J. E. Hall, Penn 
BEES ccccosceecs 1,700,000 1,696,000 
17,874,000 25,099,000 

P. R. Garrison, Pru- 


evesceese 1,448,000 730,000 


dential 1,7 
18,930,000 20,317,000 


A. Kakoyannis, Piu- 


GORE op ceccsees 1,357,000 756,000 
16,840,000 11,259,000 

J. M. Fraser, Conn. 
PERE cccccccese 1,210,000 1,254,000 


14,494,000 19,170,000 
Pru- 
dential 818,000 783,500 


Cell Them the Truth! 


The Life Insurance business reached its 
present proportion and influence because of 
its unquestioned benefit to mankind. 


Its salesmen have been the 
apostles of Independence, 
Comfort and Security for 
countless thousands of 
men, women and children 
who might otherwise have 
suffered. 

It is easy to visualize what 
will happen if family 
providers LAPSE. their 
protection because of tem- 
porary reverses. 
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IFE INSURANCE can be explained in plain, everyday language 

The facts can be simply stated. People need to be told about life 
insurance by one who knows life insurance and its adaptability. Sales- 
men of integrity, ability and courage who will work systematically and plainly state 
the facts of life insurance service will be Masters of their craft and successful. 





Tue Mutvat Lire or New York, with its long history of increasing success, offers 
opportunity. It writes Annuities and all Standard forms of life insurance. Double 
Indemnity Benefits. It has many practices to broaden and expedite service for Field 
Representatives and for Policyholders. 


Those contemplating engaging in life insurance fieki work as a career of broad 
service and personal achievement are invited to apply to 
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The Mutual Life Insurance Company 
of New York 
New York, N. Y. 
GEORGE K. SARGENT 
2nd Vice-President and 
Manager of Agencies 


34 Nassau Street 


DAVID F. HOUSTON 
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The New Emphasis in Training 


THE conception seems to be gaining 
ground on the part of agency executives 
that training for life insurance selling 
should be based on the coach and player 
relationship rather than on the college 
professor and student basis. Those who 
attended the annual meeting of the Asso- 
CIATION OF Lire AGENCY OFFICERS in 
Chicago were impressed with the una- 
nimity of opinion among agency execu- 
tives on this point. 

Emphasis is being placed upon organ- 
ized prospecting, organization of time 
and organized sales presentation. There 
seems to be a feeling that managers 
should drill their men over and over 
again in these fundamentals, so that the 
salesman may become so proficient in 
the mechanics of finding customers and 
giving sales talks as a well drilled base- 
ball player is in fielding and batting. 

Perhaps in the zest for education, 
which has consumed the life insurance 
business, there has been a departure 
from the real principles of effectiveness. 
Life insurance salesmen have possibly 
conceived themselves as something 
which they are not supposed to be. Be- 
cause of the great educational movement 
in life insurance, which has perhaps been 
misdirected, some agents have the idea 
that they can’t sell a policy unless they 
have Ph. D. degrees, a college economist’s 
knowledge of banking and a law profes- 
sor’s knowledge of the law. As stimu- 
lating ambition and as quickening the 
mental processes, the educational move- 
ment has been invaluable, but there is 
the danger of worshipping abstractions 
and information for their own sake. 
There is the danger of taking up prob- 
lems and solving them much as a math- 
ematician does, for the mental satisfac- 
tion of doing that job, without any idea 
of its practical application. 

Philosophers and pure scientists are 
hired to do just that. Indeed, men of 
this cast of mind are likely to be impa- 
tient with those who ask what it is good 
for. We do not imply that research in 


life insurance refinements and ramifica- 
tions should be discouraged. Men in 
any activity should be ambitious to know 
as much about that activity as it is pos- 
sible. They should enjoy acquiring that 
knowledge, but in life insurance, the re- 
sult of inquiry seems to be that what is 
needed is lots of prospective customers 
and a sales talk that will induce those 
prospects to be clients. The life insur- 
ance salesman is not stultifying himself 
by doing those things which make sales. 

Those committed to the organized 
sales talk are meeting with difficulties 
in getting it across. It is disdained by 
many agents. Despite the protestations 
of those in favor of it, that the proper 
organized sales presentation is not a 
canned sales talk, many agents think 
that it is and prefer to proceed in their 
own way. That would seem to indicate 
that there has not been enough drill in 
sales presentation. There is nothing 
more amusing than being approached by 
a boy or young man, who has just grad- 
uated from the training school of a bond 
house, repeating in an obvious fashion 
and without being its master, a sales 
talk prepared for him. He is like an 
athlete, going through each motion as 
instructed by the coach, without making 
each step flow into the next impercepti- 
bly and naturally as a thoroughly trained 
player does. 

That is what the agency executives 
mean by drill—constant repetition of 
fundamentals, dwelling on those things 
which have proved to be effective. 

One of the speakers at the meeting 
of the Life Agency Officers said that 
a good baseball coach does not train his 
men in batting averages, the philosophy 
of umpiring, etc., but puts them through 
time and again infield and batting prac- 
tice. Yet, there are no more hungry con- 
sumers of statistics on batting averages 
than good baseball players. They are 
interested in everything written about 
the game. But making the hit preceded 
a study of statistics on hitting. 








PERSONAL SIDE OF BUSINESS | 








Mrs. Frances Burkhardt of St. Louis 
has the distinction of being the first 
agent for the Central States Life to 
qualify for membership in the Central 
States Life Club of 1931. She has been 
a member of this club year after year 
and she refused to allow the “hard 
times” to keep her from qualifying again. 

Claude D. Corey, formerly superin- 
tendent of domestic agencies of the Pan- 
American Life and now vice-president 
in charge of the Latin-American depart- 
ment, was warmly greeted by home of- 
fice associates and visiting agents on his 
birthday, Oct. 29. Mr. Corey, who 
spends a great deal of his time in Cen- 
tral and South America, had returned 
only a few days previous from a six 
weeks’ trip to foreign agencies. A desk 
bedecked with flowers and messages of 
congratulations greeted him on arrival 
at his office. 

The National Reserve Life of Topeka 
is conducting an intensive production 
campaign in November to celebrate the 
59th birthday anniversary of George 
Godfrey Moore, its founder and presi- 
dent, and the eleventh anniversary of 
the founding of the company. A quota 
of $2,000,000 in paid-for business has 


been set, with a number of prizes being 
offered. 
Morton Bigger, former secretary 


American Life of Dallas and later with 
the Southland Life, was married to Miss 
Hilda Wofford of Athens, Tex., re- 
cently. 


Frank H. Smith, New Jersey com- 
missioner of banking and insurance, may 
be a candidate for the Republican nomi- 
nation for Congress in the Fifth New 
Jersey district. A special election will 
be held Dec. 1 in the state to elect a 
successor to the late Ernest R. Acker- 
man of Plainfield, which is the home 
town of the commissioner. 


James H. Cornwell, assistant actuary 
of the Prudential, Mrs. Cornwell and 
their three children, had a narrow es- 
cape from losing their lives when their 
home in Bloomfield, N. J., was burned 
to the ground. They made their escape 
in their night clothes, saving nothing. 


Elbert Storer, president of the Na- 
tional Association of Life Underwriters, 
will have a place on the Insurance Day 
program at Charlotte, N. C., Nov. 17-18. 
As South Carolina joins North Carolina 
in this event, Mr. Storer is assured a 
large audience of life underwriters from 
both states and is glad of the opportu- 
nity to bring the National association 
message to both states at the same 
gathering. On his return he will spend 
two or three days in Virginia for a 
little deer hunting, this being the open 
season. 


President J. A .McVoy of the Central 
States Life of St. Louis, who underwent 
a severe operation last summer and who 
has been watching his step ever since, is 
now back on the firing line giving his 
entire attention to the company. Mr. 
McVoy after he got out of the hospital 
devoted part of the day to work and 
then rested the remainder. 

M. E. Bay, Newark manager of the 
Guardian Life, has returned from Mar- 
shaltown, Ia.. where he attended the 
golden wedding anniversary of his 
mother and father. 


Emmet C. May, president Peoria Life, 
spoke before the annual banquet of the 
Illinois Association of Insurance Agents 
in his city Wednesday evening of this 
week. Mr. May brought greetings from 
Peoria and had something to say re- 
garding life insurance. 


Donald T. MacKinnon of the Na- 
thaniel Reese general agency of the 





Reserve Loan Life 


Veteran Official Is Dead 














GUILFORD A, DEITCH 


Guilford A. Deitch, one of the found- 
ers of the Reserve Loan Life of Indi- 
anapolis and its general counsel and 
agency director until he was overcome 
by illness, died Oct. 28 at St. Vincent's 
hospital in Indianapolis. He had been 
in poor health for two years and seri- 
ously ill since last May. He was 7 
years old and is survived by a nephew, 
C. C. Deitch, assistant agency organizer 
of the Reserve Loan Life. He was born 
in Franklin, Ind., and went to Indianap- 
olis with his parents when he was 3 
years old. He attended schools in Indi- 
anapolis and the University of Cincin- 
nati. He began his law practice in the 
office of the late John A. Finch and suc- 
ceeded Mr. Finch as compiler of “The 
Insurance Digest” upon his death. He 
was author of a number of insurance law 
books, among which was the first edi- 
tion of “The Standard Fire Policy.” He 
was also legal editor of “Rough Notes.” 
For many years, Mr. Deitch had been 
recognized as an authority on insurance 
law in all its branches. 

He was prominent in the work of the 
American Life Convention and espe- 
cially in the Legal Section. He was a 
man of good judgment and established 
convictions. While he was not self-as- 
sertive, his counsel was always highly 
regarded. He was strong in his friend- 
ships. Mr. Deitch’s wife died seven 
years ago and there are no surviving 
children. 

Mr. Deitch entered the membership of 
the American Life Convention the year 
after it was established. In the Legal 
Section Mr. Deitch, Vice-President and 
Counsel F. V. Keesling, West Coast 
Life, and the late H. H. Orr, general 
counsel of the old Western Reserve Life 
of Muncie, Ind., were inseparable. 

The Reserve Loan Life joined the 
American Life Convention in 1906 and 
from that time Mr. Deitch became ac- 
tive in its affairs. This was the year 
of the first annual meeting of the or- 
ganization. He became chairman of the 
Legal Section in 1911. 








Provident Mutual Life in Detroit, presi- 
dent of the Michigan State Life Under- 
writers’ Association, is the proud father 


of a son, Donald Theodore, born Oct. 
27. 


“Meeting Objections,” by John A. 
Stevenson, gives the answers to a large 
majority of the many objections whic 
the prospect raises, and shows how to 
convert these objections into selling 
arguments. Price, $1.50. Order from 
The National Underwriter. 
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First Policy Issued 
In September 1851 


On its Eightieth Anniversary, the Phoenix Mutual Life Insurance Company of Hartford, 
Connecticut, re-affirms its belief in the-simple, logical principles upon which its pro- 
gress has been built. Each passing year has deepened the conviction that (1) adequate 
service to the public can be accomplished only through men carefully selected and 
thoroughly trained, and (2) that such representatives will uphold the high standards 
of the Company and make the greatest contribution to the welfare of its policyholders. 





The Phoenix Mutual will continue to build its field organization of carefully selected 
and thoroughly trained men. It will continue to support them liberally with advertising 
and other selling aids. Its purpose is to enable them to enjoy the generous rewards 
made possible by quality business and the most efficient use of time. 


That is why Phoenix Mutual service will always be attrac- 
tive to business men of outstanding ability and discernment. 
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CONTACT WITH OLD POLICYHOLDERS 
BRINGS MAMMOTH NEW BUSINESS 


® One of our Field Club members, who has made an out- 
standing record year after year since his connection 
with this Company, wrote 29.96% of his 1930 new busi- 
ness on the lives of old policyholders—to say nothing 
of the other new business to which they directed him. 
By following a similar plan this year, his objective for 
1931 is $1,000,000 of paid new business. 


@ He is enjoying the unusual plan of renewal compensa- 
tion in American Central contracts which makes service 
for, and contact with, old policyholders highly remu- 
nerative. 


® This contract is offered to those who are interested in 
personal production. The American Central recruits 
its organizers from the ranks of the salesmen who have 
been successful in its service. 


Territories now under intensive development include 


Illinois, Indiana, Kansas, Michigan, 
Missouri, Ohio, Texas 


—— Choa 


American Central Life Insurance Co. 
Established 1899 Indianapolis 


Herbert M. Woollen, President 
“Guaranteed Benefits — Guaranteed Low Cost" 











F ree Wheeling 


We honestly doubt that there will ever be a 
selling plan so perfected that some personal 
effort will not be required of the salesman. If 
there ever is one though, our representatives 
will be among the first to benefit from it. 


No, we can't offer you selling plans that will 
entirely replace individual effort. But we do 
have "free wheeling plans''—direct-mail, indi- 
vidual presentations, and other up-to-date 
promotional materials that make selling suc- 
cessful with the minimum of effort. 


@ For information address: 
A. R. Perkins, Agency Manager 


JEFFERSON STANDARD 
INSURANCE COMPANY 


JULIAN PRICE, President 


LIFE 


Greensboro, North Carolina 





Home Office 


MORE THAN 370 MILLIONS 


IN FORCE 








LIFE AGENCY CHANGES | 











Volk Opens Detroit Office 





Becomes General Agent for Bankers 
National Life, Not Represented 


There in Recent Years 





The Bankers National Life has estab- 
lished a general agency in Detroit after 
having been without representation in 
that city for several years except 
through individual agents. Leo K. Volk, 
for the past three and one-half years 
district manager in Hudson and Ber- 
gen counties, N. J., has been appointed 
general agent with offices at 510 Farwell 
building. 

Mr. Volk came to the United States 
from Russia, where he had been a maga- 
zine publisher and journalist, ten years 
ago and a year later joined the Metro- 
politan Life in New York City as an 
underwriter, remaining with that com- 
pany for five years. He was admitted 
to membership in the Life Managers 
Association of Detroit at the October 
meeting. 

The Volk Agency will operate in 
Wayne, Genesee, Livingston, Washte- 
naw, Macomb and Oakland counties— 
the five richest counties in eastern Mich- 
igan. The Bankers National now has 
general agencies in Bay City, Lake Lin- 
den and Feeland, Mich. 





Cc. B. McClure 


C. B. McClure, formerly general 
agent for the Continental Life of St. 
Louis at Wichita Falls, Tex., who left 
about a year ago to go with another 
open has rejoined the Continental 

Life as general agent in Dallas, succeed- 
ing Kenneth J. Crowe, with offices at 
718 Republic National Bank building. 





H. G. Bossert 


H. G. Bossert has become general 
agent in St. Louis for the Minnesota Mu- 
tual Life. J. A. Ellison, formerly in 
charge of the office, will be associated 
with Mr. Bossert. 





Milton P. Hawkins 





| 


| 


California, with headquarters at 820 
Transamerica building. Frank K. Koh- 
ler, superintendent of agents, recently 
spent several days in Los Angeles ar- 
ranging the appointment. 

Mr. Hawkins was for six years gen- 
eral agent at Los Angeles for the Con- 
necticut General Life, resigning July 1, 
when the agency was placed on a branch 
office basis. He is president of the Acci- 
dent & Health Managers Club of Los 
Angeles, a past president of the Life 
Managers Club, and active in the local 
association of life underwriters. 





R. W. Gilchrist 


The Life of Virginia has appointed 
R. Wilds Gilchrist branch manager for 
Cincinnati and vicinity. Mr. Gilchrist was 
formerly general agent of the Lincoln 
National Life for southwestern Ohio. 
He was graduated from Princeton in the 
class of 1903 and was in real estate and 
other lines of business in Cincinnati for 
some years before entering life insur- 
ance work. 





E. E, Frank 


E. E. Frank, who has been assistant 
manager of the Metropolitan Life at 
Albia, Ia., has been appointed assistant 
manager of the lowa and Nebraska di- 
vision. 





N. O. Thompson, Wm. Lohmann 


The Salt Lake City office of the Oc- 
cidental Life of California has been 
changed from a branch to a general 
agency basis. William Lohmann of Lo- 
gan, Utah, and N. O. Thompson, for- 
merly branch manager at Salt Lake, 
have formed a partnership to take over 
Utah and a small part of southeastern 


| Idaho under a general agency agree- 


ment. 





Life Agency Notes 

The Kellerman 
formed at Watertown, Wis 
and Frank C. Kellerman 


Agency is been 
Edgar J. 
epresent 


| the Northwestern Mutual Lite 


The Mutual Life of New York has 























Commissioner Armstrong of Pennsyl- 
vania Advises of Procedure Required 
Because of Recent Amendment 





Companies operating in Pennsylvania 
have received a communication from 
Commissioner Armstrong giving in- 
structions as to the procedure involved 
to comply with the recently enacted 
amendment to the insurance act requir- 
ing the licenses of the active officers of 
an insurance corporation and the active 
members of a co-partnership or firm to 
be uniform. This amendment, he ex- 
plained, will prohibit an active officer 
of a corporation or an active member of 
a firm from holding an individual license 
to represent a particular company. He 
says there are a great number of cor- 
porate agencies or firms in Pennsylvania 
which will be affected. 

The amendment became effective 
Sept. 1 and will affect new licenses and 
old licenses expiring March 31, 1932. 
The licenses of each firm and corpora- 
tion must be uniform in every respect. 
Each active member of a firm or active 
officer of a corporation must be licensed 
for the same companies. 

To illustrate, Mr. Armstrong pointed 





out, if John Smith, holding a fire in- 





| . ° 
. : |} appointed Jee Blankenship, Shelbyville, 
Milton P. Hawkins has been made | Ky., district manager for Shelby, Spen- 
general agent in Los Angeles of the] cer, Bullitt, Washington, Marion, Taylor, 
Manhattan Life, in charge of southern ‘ Green and Adair counties. 
| EASTERN STATES ACTIVITIES 
New License Law Explained surance license; John Doe, casualty, 


and Harry Brown, life, desire to form 
a firm or corporation to transact a gen- 
eral insurance business, it would be nec- 
essary for them to qualify through serv- 
ice or by examination, by having Smith 
become licensed for a casualty company 
represented by Doe and the life com- 
pany represented by Brown; for Doe to 
be licensed for the fire company repre- 
sented by Smith and the life company 
represented by Brown; for Brown to be 
licensed for the fire company represented 
by Smith and the casualty company 
represented by Doe. 

When this uniformity has been ac- 
complished an application will be enter- 
tained for the firm for the three com- 
panies. 

The companies are asked to determine 
definitely the active officers of all cor- 
porations and the active members of 
all firms which now have licenses for 
that company, so that oat —s ot 
those active officers may be i ‘luded in 
the company’s renewal list for —~ new 
insurance year, which must be filed be- 
fore Feb. 1. 


Rochester Report is Made 


September ordinary paid for life in- 
surance in the Rochester, N. Y., district 
amounted to $3,453,076, a 24 percent de- 
crease from September, 1930, and a 16 
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percent decline from August, 1931. Nine 
months paid-for business aggregated 
$40,949,764, a 20 percent decline from 
the corresponding period of 1930. These 
reports are issued after totaling 27 com- 
panies paid for business. 

Buffalo lite insurance sales during 
September compiled by the Buffalo Life 
Underwriters, amounted to $6,511,821, a 
6 percent from September, 1930, and a 
14 percent decline from August, 1931. 
Nine months sales were only 2 percent 
below the corresponding period of 1930. 


A. N. Butler Returns to New 
York Department at Albany 


NEW YORK, Nov. 5.—A. N. Butler 
has appointed executive assistant 
at the head office of the insurance de- 
partment at Albany, and will assume 
the post within a short time. He had 
been connected with the department for 
some 15 years, prior to his retirement 
in 1929, when he left to join the invest- 
ment house of J. A. Sisto & Co. as head 
of its insurance division, subsequently 
making a like connection with Living- 
ston & Co. 

At the time of his resignation from 


been 


the department Mr. Butler was chief 
examiner, and the particular knowledge 
there gained, together with his famili- 


arity with departmental procedure gen- 
erally, will make him a valuable aid to 
Superintendent Van Schaick. The late 
T. F. Behan held the title of executive 
assistant prior to his advancement to 
the superintendency, which appointment 
preceded his death in 1930 by a brief 
period. 


C. L. U. Chapter at Syracuse 


SYRACUSE, N. Y., Nov. 5.—Char- 
tered life underwriters of Syracuse have 
formed an alumni chapter of the Amer- 
ican College of Life Underwriters. It 
was found at the meeting that, in pro- 
portion to population, Syracuse has the 
largest membership of any of the 49 
cities represented in the organization. 
The following officers were elected: 
President, William L. Boyce, president 
Syracuse Life Underwriters Association 
and manager Equitable Life of New 
York; vice-presidents, John W. Brooks, 
Northwestern Mutual Life and Prof. T. 
C. Bolton, Syracuse University; secre- 
tary-treasurer, John Q. Wintsch, Phoe- 
nix Mutual. 


Washington, D. C., Offices Merge 


The Home Life announces the con- 
solidation of the M. C. Burrell agency 
at Washington, D. C., with the H. R. 
Bryarly & Bro. agency there. H. R. 
Bryarly & Bro. henceforth will be gen- 
eral agents at 1001 15th Street, N. W. 
Mr. Burrell will continue to represent 
the company as a producer. 


Rees Is Gathering Data 


The publicity department of the Col- 
onial Life of Jersey City through Man- 
ager John H. Rees has been securing 
data from various localities regarding 
industrial activities, getting at the finan- 
cial status of a community and the pros- 
pects for the future. Much valuable in- 
formation has thus been gathered and is 
being passed on to superintendents and 
through them to their men. The busi- 
ness of the Colonial Life is showing a 
healthy increase. Mr. Rees with the co- 
Operation of field supervisors, managers 
and assistants is conducting a series of 
talks in various districts. 


Incorporate Managers Association 


The Life Managers Association of De- 
troit has decided to incorporate as a 
non-profit association. President Charles 
A. Macauley, general agent John Han- 
cock Mutual Life, appointed a commit- 
tee to handle the incorporation with H. 
K. Schoch, Aetna Life, as chairman, in- 
cluding also Donald Clark of Johnston 
& Clark, Mutual Benefit Life, and V. 
R. F. MacDonald, Canada Life. 
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Planned Schedule Is Needed 


John H. Romig, Educational Supervisor 
of Canada Life, Addresses Com- 
pany’s Lansing Branch 


John H. Romig, educational super- 
visor of Canada Life, addressed the 
members of the Lansing, Mich., branch 
on “Planned Work and Planned Sales 
Interviews.” 

It was decided by the members of the 
agency force to engage in a planned 
schedule of work for the balance of the 
vear and to dedicate the business to 
E. P. Magee in honor of his first anni- 
versary as manager. This plan will call 
for a detailed report from each repre- 
sentative to be forwarded to the home 
office each week. From these reports 
a chart will be made up from week to 
week and a final chart at the end of the 
year. 


Insurance at Special Session 


Among the subjects listed in the call 
for the special session of the Illinois 
legislature, which is getting under way 
this week, is to grant permission to in- 
surance companies to invest their sur- 
plus funds in tax anticipation warrants. 


Indiana Fraternal Congress 


or ° . = 
Three hundred fraternal workers from 


various sections of Indiana attended the 
annual meeting of the Indiana Fraternal 
Congress in Indianapolis. Commis- 
sioner Kidd of Indiana made the princi- 
pal address. W. M. Curtis, actuary of 
the Ben Hur Life, Crawfordsville, was 
elected president; Mrs. May Beaver, 
Woodmen Circle, vice-president, and 
Burt E. Kimmel, Ben Hur Life, Indi- 
anapolis, secretary-treasurer. 


Indianapolis Actuaries Elect 


Erston L. Marshall of the Lafayette 
Life has been elected president of the 
Actuarial Club of Indianapolis, succeed- 
ing Harold G. Walton. Harry Wood- 
bury, Reserve Loan Life, was named 
vice-president and E. I. Shingler, United 
Mutual Life, secretary. Thomas Sheerin 
of Sheerin & Co. spoke on “Outlook of 
Investments.” It was the first meeting 
of the season. 


Benevolent Associations Go Over 
MADISON, WIS., Nov. 5.—The 


hearing on the affairs of Wisconsin ben- 
evolent associations slated for Oct. 29, 
was put over to Nov. 19. These associ- 
ations, which assess every member $1 
whenever the association has a death 
benefit to pay, have been held to be in 
the insurance business and subject to 
regulation. 


Central Notes 
The New York Life’s Chicago clearing 
house’ branch, Frederick Bruchholsz, 


agency director, October business showed 
an 8 percent increase over October, 1939. 

James A. Jones, Jr., of the Mutual Life 
of New York in Springfield, Il, has been 
the recipient of many felicitations be- 
cause in September he ranked 29th in 
volume of business. He started solicit- 
ing life insurance June 15 





Bergman Made Agency Supervisor 


E. C. Bergman has been appointed 
agency supervisor in the Cedar Rapids 
agency of the National Life of Vermont 
by General Manager C. V. Shepherd. 
Mr. Bergman is a University of Iowa 
man. During his last year at the col- 
lege he worked as a part time agent. 
He became associated with the Daven- 
port office of the Equitable Life of New 
York and later was field assistant. 
Somewhat over four years ago he en- 
tered the agency department of the 
home office of the Cedar Rapids Life. 








The Nation’s Call 
to Brotherhood 


‘ihe mobilization of ‘‘every true American heart’’ 
for the prevention of extreme hardship among the unem- 
ployed during the coming months has begun. Tens of 
millions will give, with generosity—not in the sometimes 
hateful spirit of charity, but in that of fraternity and 
of justice. 


He is my brother who hath need, 
No matter what his race or creed 
Wherever men in anguish cry, 
Wherever men in sorrow lie, 
Wherever bitter tears are shed, 
Where’er the star of hope hath fled, 
’Tis thine to comfort and sustain, 
Let no one cry to thee in vain. 


Life underwriters, even as they so magnificently re- 
sponded during the World War, will in this nation-wide 
enterprise of prevention and alleviation press into the 
front rank of service, both in the strenuous work of 
soliciting contributions and in their individual giving. 


THE PENN MuTuAv LIFE INSURANCE Co. 
PHILADELPHIA 


WM. A. LAW, President 


Independence Square Founded 1847 























Claris Adams 
Executive Vice-President 


Clarence L. Ayres 
President 





ESTATES ANALYSIS 


HE AMERICAN LIFE INSUR- 

ANCE COMPANY maintains an 
ESTATES ANALYSIS DEPART- 
MENT which provides Agents with- 
out cost a complete Analysis of their 
clients’ Estates. 

It also draws all necessary docu- 
ments, including Trusts, Wills, Part- 
nership Agreements, Stock Elimina- 
tion Agreements, etc. 

This is only one feature of the 
AMERICAN plan of complete co- 
operation. 














AMERICAN LIFE 
INSURANCE COMPANY 
DETROIT, MICHIGAN 
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ACTUARIES 











IN THE MISSOURI VALLEY 

















CALIFORNIA 








Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 








ILLINOIS 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7398 


CHICAGO, ILL. 

















L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 

















J. Charles Seitz, F. A.1I. A. 
CONSULTING ACTUARY 
Auther “A item and Accounting fer a Life 
msurance Company.” 
Lega! Reserve, | Assccoment Business— 


Pensions 
226 North La Salle Street 
Phone Franklin 6559 





Chleage 














INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 














HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 














MISSOURI 








ALEXANDER C. GOOD 
Consulting Actuary 
807 Paul Brown sting, St. Louis 











an 
800 Securities Building, Kansas City 








NEW YORK 








MILES M. DAWSON & SON 


CONSULTING ACTUARIES 
500 Fifth Avenue New York City 














OU + will 

finda 
wealth of 
suggestions 
in J. B. Sack- 
ett’s A. B. C. 
of Disability 
Insurance. 
125 pages. 
Price $1. 


Order from 
The National 
Underwriter 
175 W. Jack- 
son Bivd., 
Chicago 











Large Group Case Held Up 





Sun Life Unable to Get Kansas License 
to Cover 5,000 Railroad 
Employes 





TOPEKA, KAN., Nov. 5—The Sun 
Life of Canada has practically closed a 
big group case on the employes of the 
Missouri Pacific Railroad Company but 
it has not been able to find a way to 
write the insurance upon the Kansas 
employes. Commissioner Hobbs has de- 
clined to grant the company authority 
to write the line in this state, The 
Sun has made several efforts to obtain 
admission into Kansas but cannot do so 
because the Kansas law prohibits ad- 
mission of foreign companies which are 
not admitted in New York or which 


cannot qualify for admission in that 
state. : ; E 
The Missouri Pacific has between 


5,000 and 6,000 employes in Kansas. 
The Sun could write the business by 
mail but there is some doubt whether 
or not it would be abie to obtain the 
proper number of employes by this 
process. Representatives of the Sun 
have had numerous conferences with 
the insurance department relative to 
writing the line but all the plans pro- 
posed have been refused. The company 
even suggested that it might arrange for 
some Kansas company to write the line 
and the Sun reinsure the contracts. But 
this is illegal because Kansas companies 
are prohibited from reinsuring in com- 
panies not admitted to Kansas. 

It has been suggested to the depart- 
ment that even in the event the Sun is 
able to write the line that all Missouri 
Pacific employes should be advised of 
the possible difficulties in the collection 
of claims in event legal actions became 








necessary. Commissioner Hobbs has 
not taken any action of this kind. Not 
long ago one of the large employers 
which purchased group insurance for its 
workers forced the insurance carrier to 
seek admission into Kansas _ because 
there was no way for local employes to 
enforce collection of the claims in the 
courts of this state. 





St. Louis Actuarial Club Meets 


An interesting discussion on_ heart 
murmurs and other heart impairments 
by Miss A. M. Lyle of the actuarial de- 
partment of the Missouri State Life fea- 
tured the meeting of the Actuarial Club 
of St. Louis. Otto Burian of the Mis- 
souri State Life gave a report on the re- 
cent meeting of the Actuarial Society. 

Matters up for general discussion in- 
cluded approximate methods of valuing 
disability and double indemnity benefits 
and the basis of policy changes before 
the policy has a cash value. 








Southern States 
Local News 

















Gets Results from Folder 


Western Reserve Makes 
Move—Other Insurance Activities 
in Texas 








By R. J. McGEHEAN 


A very attractive folder has been pre- 
pared by Arthur F. Ashford, vice- 
president and agency manager of the 
Western Reserve Life of San Angelo, 
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Guardian Fieldman is 
equipped with organized visual 
presentations of proved selling 
power to satisfy the demands of 
insurance 


The $l-a-Week Plan, the Fam- 
Presentation, 
Estate Digest, ‘and the Special In- 
come Annuity Presentation are 
only a few features of the tan- 
gible cooperation between the 
Guardian Home Office and the 
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Interesting ¢ S 
| City Life is moving to the State Na- 


Tex. The folder has demonstrated the 
interest with which people are begin- 
ning to take in life insurance on their 
own initiative. 

The town of San Angelo is a typical 
western city and most of its income is 
derived from the cattle raising industry, 
Millions of dollars have been made in 
the past by ranchers in the territory of 
San Angelo and there have been numer- 
ous millionaires in its domain. 

However, these folk have in past been 
the target for numerous racketeers sell- 
ing all sorts of stock promotion get- 
rich-quick schemes. As a result many 
have been mulcted out of many thou- 
sands of dollars. This of course has 
made everyone in the vicinity very cau- 
tious and suspicious of any type in- 
vestment. In his folder Mr. Ashford 
puts the question right up to the pros- 


pect. His results have been highly 
successful. Of 1,800 mailing pieces 
sent out about 300 have yielded replies, 


Rex B. Magee, dynamic director of 
publicity for the Lamar Life of Jack- 
son, Miss., and head of the southern 
division of the Insurance Advertising 
Conference has announced the date of 
the meeting in Dallas next fall. In 
doing so Mr. Magee has endeavored to 
assist in the elimination of the tremen- 
dous surplus of cotton which has para- 
lyzed the cotton growing states. An- 
nouncements of the meeting emanating 
from Mr. Magee’s office were printed 
on cotton stationery. The material is 
very attractive and has a very appealing 
effect. 


The Houston agency of the Kansas 


tional Bank building, where larger of- 
fices have been provided. The agency 
is under the direction of W. M. Seitz, 
general agent, who has officiated in that 
capacity for two years. Before joining 
the Kansas City Life, Mr. Seitz was for 
a number of years agency supervisor 
for the Reliance Life in Florida. The 
Houston agency is rapidly developing 
into one of the best in the state. 


* 
E. F. White, state organizer for the 
Columbus Mutual Life, has appointed 


R. R. Gilliland at Quanah, Tex. Mr. 
Gilliland has already announced the ap- 
pointment of three agents who will as- 
sist him in the territory. Announce- 
ment is made of the selection of L. B. 
Huntley to represent the company at 
Greenville, Tex. Both men are new- 
comers to the life business but have 
been highly successful in other lines. 





Metropolitan’s Managers in 
Southern Territory Meet 





ATLANTA, Nov. 5.—Seventy-five 
southern managers and superintendents 
of the Metropolitan Life met here last 
week. J. J. McConneghey, Atlanta, 
manager Piedmont Georgia district and 
president of the Metropolitan’s Southern 
Territory Managers’ Association, di- 
rected the details of the gathering. A 
banquet was given in honor of | . 
Lawrence, superintendent of agencies of 
the southern territory until his recent 
transfer to the Keystone territory. 
James Smithies, New York, the new 
manager, was present. Ernest H. 
Wilkes, second vice-president, was 
scheduled to address the gathering, but 
was detained in New York on account 
of illness. 


Oklahoma Fraternal Congress 


The entire official staff of the Okla- 
homa Fraternal Congress was reelected 
at the annual meeting in Oklahoma City. 
Mrs. Emma R. Richardson of Oklahoma 
City is president; Mrs. Nettie Wolfe 
Cummings, Oklahoma City, vice-presi- 
dent, and Mrs. Eva Ryan, El Reno, sec- 
retary-treasurer. 

R. P. Kuntz of the Maccabees was 
appointed chairman of a committee to 
arrange for a field day and outing for 
junior members for early next spring. 





Mr. Kuntz was also appointed member 
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of the legislative committee to succeed 
W. R. Williams. He serves with G. L. 
Bowman and Florence Harris. The ex- 
ecutive committee comprises R. L. For- 
gan, Nettie W. Cummings and Mattie 


Dailey. 
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News of Pacific | 
Coast States 














Los Angeles Managers Meet 





Deputy Commissioner Beckett of Cali- 
fornia Assures of Department’s 
Desire to Cooperate 





The guest speaker at last week's 
meeting of the Life Managers Club of 
Los Angeles was Samuel Beckett, dep- 
uty California commissioner, who as- 
sured the managers of the department's 
desire to cooperate with them in every 
way possible in promoting the best in- 
terests of the institution of life insur- 
ance. Brief reference was made to the 
new agent’s qualification act, attention 
being directed to the fact that the bill 
jn its provision bonding brokers includes 
the application of the bond to all lines 
except life insurance. It was suggested 
that steps be taken to obtain correc- 
tion of this detail at the next session of 
the legislature. 

Plans for the membership drive of the 
Life Underwriters Association of Los 
Angeles on the basis of assignment of 
a quota to each general agency, were 





discussed and hearty cooperation of 
managers and general agents in the cam- 
paign was urged. 





Oregon Commissioner Gives 
Warning About Companies 





Commissioner Averill of Oregon has 
sent out a notice to the public stating 
that his department is constantly be- 
sieged by citizens of the state asking aid 
in the settlement of loss claims against 
companies that are not licensed in Ore- 
gon. He said that these policies were 
purchased largely through advertise- 
ments in newspapers or solicitation by 
mail or radio. He tells Oregon people 
under no circumstances to take out in- 
surance in unlicensed companies. He 
declares that if such a person has a pol- 
ity in such a company it is an expensive 
and altogether uncertain proposition. 





Chiropractors Recognized 


The Sunset Mutual Life of Los An- 
geles is now taking examinations made 
by chiropractors for policies up to $5,000, 
and it is announced that as soon as the 
reinsurance company with which the 
Sunset Mutual has a treaty will agree, 
this limit will be raised or eliminated. 

Vice-president Mike O'Sullivan also 
announces that in all accident and health 
policies of his company chiropractors 
are recognized equally with the medical 
profession and that the Sunset Mutual 
is now establishing a complete chiro- 
practic division on a par with the medi- 
cal division. 








ACCIDENT- AND HEALTH FIELD 














Federal Brings Out Policies 


Low Cost Accident and Disability Con- 
tracts Give Broad Cover for 
Monthly Premiums 








The Federal Life of Chicago is bring- 
ing out “low cost” accident and disabil- 
ity policies in units of $1 a month pre- 
mium. The thought is that measuring 
in terms of benefits obtainable for $1 
will appeal to the largest number of 
prospects at this time. The contracts 
offer on specific losses the principal 
sum for accidental death, loss of hands, 
feet, etc., resulting within 90 days after 
accident, in lieu of any other indemnity; 
double indemnity and all other death 
and dismemberment benefits; total dis- 
ability benefits for a limit of 20 months 
and partial (40 percent) for six months; 
sickness indemnity with a seven day 
excepted period and a limit of six 
months for confining disability and one 
month at 40 percent for non-confining. 

There are also accumulations, the 
principal sum being increased 10 per- 
cent yearly for a limit of 50 percent, 
and monthly indemnities increase 10 
percent likewise if premium is paid an- 
nually in advance. The indemnity is 
payable every 30 days. Full indemnity 
is paid for carbuncles, boils, felons, ex- 
ternal abscesses and ulcers, for a limit 
of one month, house confinement not 
required. 

_ The disability policy with $3 policy 
lee and seven days excepted period on 
sickness carries class AA rates as fol- 

Ows: 

--Monthly Premium— 


Mo. Prin ——Men—~. Women 
Indem. Sum 16-50 51-59 16-49 
55 ....$ 550 $1.00 $1.50 $1,25 
60 600 1.09 1.65 1.38 
70 700 1.27 1.92 1.60 
80 800 1.45 2.18 1.81 
90 . 900 1.64 2.48 2.06 
100 . 1,000 1.82 2.73 2.28 
125 - 1,250 2.27 3.40 7 
150 - 1,500 2.73 4.10 
175 aces 1,760 3.18 4.77 
200 2,000 3.64 5.46 


The accident policy, also with a $3 
Policy fee, issued to men ages 16-59 
inclusive, and women ages 16-49 inclu- 





sive, with a maximum monthly indem- 
nity of $100, carries class AA rates: 
Mo. Ace. Principal Monthly 


Indemnity Sum Premium 
eee $ 600 $0.68 
a Aas wei aaiee ane 800 91 
ge I aS = 900 1,02 
) suaisekien cui 1,000 1.13 
ae 1,250 1.41 
eee: 1,500 1.70 
ere 1,750 1.97 
Be \ketuscuhdawede 2,000 2.27 


The company will not issue monthly 
indemnity for more than three-fourths 
of a man’s average monthly earnings. 
Women regularly engaged in occupa- 


} tions at regular salaries on which they 


are dependent for support, and who are 
not working in their own residences or 
those of their employers, are insurable 
under this form. 


Executive Committee Will 
Meet in Chicago on Dec. 4 








Chester W. McNeill of the Massa- 
chusetts Accident, chairman of the ex- 
ecutive committee of the Health & Ac- 
cident Underwriters Conference, has 
called the mid-winter meeting of that 
committee at the Stevens hotel, Chi- 
cago, Dec. 4. The first two years after 
the conference started to hold one regu- 
lar meeting a year instead of two, the 
executive committee meetings were held 
in New York City at the same time as 
the meetings of the Life Presidents As- 
sociation, insurance commissioners and 
other organizations, but the success 
which attended the meeting in Chicago 
last year, when the attendance was so 
large as to make it virtually a mid-win 
ter meeting of the conference, caused 
the committee to decide on holding its 
meeting in that city again this year. 





Accident Business Reinsured 


The National Protective of Kansas 
City has reinsured the entire accident 
business of the Missouri National Life 
of Jefferson City, Mo. The transfer of 
3,000 policies has been approved by the 
Missouri insurance department. The Jef- 
ferson City company will limit its activi- 
ties strictly to life insurance. 

















If 
interested, 
write us 
at once. 


The Kingfish’s 


HE Kingfish specializes in brotherly 

love, but “it doesn’t get him any- 
where.” 
prospects as our field men do he would 
get results. 


Real salemanship with our matchless 
policies, plus Home Office co-operation, 
enable our representatives to succeed in 
a big way. 


Just now we need managers and field 
men in territory outlined as follows: 


MICHIGAN INDIANA 
ILLINOIS VIRGINIA 

























































Mistake 


If he knew how to approach his 


The 


Bankers RESERVE 
LIFE COMPANY 


R. L. Robison, Pres. W. G. Preston, Vice-Pres. 
HOME OFFICE: OMAHA, NEBRASKA 
34th Year of Successful Operation | 














It was to the purpose of safeguarding finan- 
cial futures that the Mutual Benefit was 
dedicated over eighty-six years ago. Expe- 
rience gained in over three-quarters of a 
century of judicious investment of funds 
renders it one of the strongest financial in- 
stitutions in the world today. A portfolio 
of the country’s soundest securities backs 
every outstanding policy contract. In view 
of these facts, insuring in the Mutual Bene- 
fit is a fitting preface to financial security. 


The Mutual Benefit Life Insurance Co. 
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..modern life insurance since 1845.. 
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SOMETHING NEW sna, 1S NEW 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 
regardless of kind of policy purchased 


A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 


it matures. 


Our Twenty Payment most remarkable policy of all—too much 


to write about in this advertisement. 


We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 


experience past five years. 


Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 
Many other forms of Policies equally attractive. 


Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 


LIFE INSURANCE 
COMPANY 


A Mutual Legal Reserve Life Insurance Company 


Ten East Pearson Street 2 
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An UNUSUAL Contract 


will be offered to 


An UNUSUAL Man 


WHO 
—is a producer 


—is, of course, ing 


honest —is seeking oppor- 
—has three years of _—tunity 
experience —will WORK 


BUT 


WHO will accept Home Office help in the appointment of new 
Agents under him for whom he will not be responsible ey 
and yet on whom he will receive overwriting Commissions as hig 
as $4 per thousand and long time Renewals. 


THE COMPANY— is rated "A" by Best. 


are extremely low 


(Age 35 Ordinary Life Net Cost 
irst year per thousand $17.85) 


It writes all latest ey ag only—including an im- 
proved Family Income form; also Juvenile 


Has over $135,000,000 in force. 


TERRITORY—The Company desires especially to develop Indiana, 


Illinois, North Carolina and Texas. 


ASSISTANCE—Experienced field men to help the man selected 
to build a real agency in which the Renewals are NON-FOR- 


FEITABLE. 


WE WANT 
AN 
UNUSUAL 
MAN 


UNLESS you have no present connection, or 
have a real reason for leavin 
present connection and are not at fault your- 
self, we are not interested. Write fully about 
yourself, We will not communicate with 
references until after interview. 
The National Underwriter. 


you 


—needs no financ- —can organize 


—needs no drawing 
account or salary 


—needs no office 
expense 


Its rates for Insurance 


your 


Write T-74, 





























NEWS OF LIFE 
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Action, Not Talk, Is Needed 


James A. Kavanagh, Metropolitan Life, 
Addresses Boston Association, With 
400 Men in Attendance 


BOSTON, Nov. 5.—James E. Kava- 
nagh, second vice-president Metropoli- 
tan Life, told the 400 in attendance at 
the monthly dinner of the Boston Life 
Underwriters Association that the time 
has come to stop talking about life in- 
surance and go out and write it. The 
period of the kindergarten work and the 
era of high pressure salesmanship has 
passed, declared Vice-President Kava- 
nagh and what the companies expect of 
their agents is that they shall send in 
the signed applications. 

With millions of dollars withdrawn 
from banks and the public hesitating 
whether or not to buy railroad stocks or 
some other kind of stocks with the 
money hoarded up in their stockings, 
there never was a more propitious time 
to go out and place life insurance, he 
stated. 


Fashion to Buy Life Insurance 


It has become the fashion to buy life 
insurance, Mr. Kavanagh said. Millions 
of people are buying life insurance every 
day, for they are “buying” it every 
time they pay a premium. One million 
people are buying life insurance each 
week on the cash and carry plan by go- 
ing into offices each week and paying for 
a week’s protection of life insurance in 
just one company. 

Of the $18,000,000,000 of life insur- 
ance sold last year, 10 percent was not 
sold by agents at all. It was group in- 
surance and it was sold by employers. 
Today 20,000 employers of labor are 
acting as insurance agents, without re- 
ceiving a commission for so doing. 

Vice-President Kavanagh urged the 
agents to sell more annuities and said 
there was room for more single pre- 
mium policies. He paid high compli- 
ment to the American College of Life 
Underwriters and said he thought the 
time might come when men and women 
might not be allowed to sell life insur- 
ance unless they could give good evi- 
dence that they knew what they were 
talking about, at which time the C. L. U. 
degree would mean much. 

Dr. David McCahan, assistant dean 
of the American College, addressed a 
joint meeting of the Boston C. L. U. 
chapter and the life underwriters on the 
aims and opportunities of the college. 

Harry H. Kay, president of the Bos- 
ton association, announced that at the 
next meeting Nov. 17 the speaker will 
be Vice-President George L. Hunt of 
the New England Mutual Life. 

Lansing, Mich.—Financial institutions 
such as banks and insurance companies 
should cooperate to weather economic 


storms such as the present, J. E. Roe, 
president American State Savings bank, 
told the Lansing association at its Octo- 
ber luncheon. 

Steckton, Cal.—Arthur S. Holman vice- 
president National Association of Life 
Underwriters, will speak at the Stock- 
ton association’s sales conference, Nov 
19, on the ethics of the life insurance 


business. 
Goodman, San Francisco millionaire pro- 
ducer Equitable Life of New York, on 
“Business Is a Happy Combination of 
Capital and Brains”; Caxton Rhoades. 
vice-president and trust officer, Bank of 
America, Oakland, on “Trust Service”; 
Tom Cox, Northwestern Mutual Life, 
president of the East Bay association, on 


“Life Insurance as an Investment”; 
John T. Burton, general agent Penn 
Mutual Life, Oakland, on “He Isn't a 
Good Prospect Now.” 

ok ok * 
Richmond, Va.—Neil D. Sills, Rich- 





mond manager for the Sun Life of Can- 
ada, has been named chairman of a spe- 
cial committee of the managers’ division 
of the Richmond association, which will 


Other speakers are Charles M. | 


endeavor to get as many men in that 
field as possible to qualify for the C_. Lp 
degree. Preparatory courses are avai}. 
able both in the administration depart. 
ment of the University of Richmond and 
in the extension courses of the College 
of William and Mary. Three Richmong 
Underwriters now hold the CC. L. U, de. 
gree. 


Syracuse, N. ¥.—tieorge F. Foster, gy. 


perintendent of agencies of the Unioy 
Mutual, visited the Syracuse association 
as guest speaker. Manager George 


Owen Williamson of the Union Mutual's 
Central New York territory, who jg 
leading his company for paid lives, was 


introduced by William L. Boyce, presgj. 
dent. Mr. Williamson introduced the 
speaker, whose subject was “Some of 
the Agent's Problems in the Fielg 
Today.” 


Jndge W. C 


to 50 


Dayton, 0. 
probate court 
underwriters at their last 


Wiseman of 
Dayton life 
meeting on 


spoke 


the new probate code. The new code 
abolishes the distinction between ap. 
cestral and non-ancestral property, Ajj 


property of every kind descends in the 
same manner. The law on descent has 
been changed, which will require every 


person to consider making a will or re. 


drafting an old will. Time within whieh 
certain things shall be done in settle. 
ment of estates has been shortened, 
* * 
Atilanta—-Twelve insurance agents and 


eived certificates 
performed 25 or 
life insurance 
‘iation’s October 


executives of Atlanta rex 
of honor for having 

more vears of work 
field at the Atlanta 


meeting 


n the 


assot 


R. Ia Cooney, Georgia general agent 
New York Life, has the longest record 
having served his company for 52 years 


Mr. Cooney was the principal speaker at 


the luncheon and spoke on “Life Insur- 
ance as It Was, as It Is, and as It Will 
Be.” 

The others receiving certificates of 
honor and their years of service are: 


J. M. Johnson, Northwestern Mutual Life 
50 years; H. M. Willett, Penn Mutual, 4; 
R. L. Foreman, Mutual Benefit, 43: J. A 
Jones, New York Life 37; P. H. Dobbins 
Aetna Life, 33: S. H. Carson, Aetna, 32 
R. J. Quinn, New England Mutual, 32: 
H. I. Davis, Massachusetts Mutual, 3 
Oscar Palmour, Connecticut National, 2%, 
and A. W. Jackson, Voluntee! 
* * x 

Northern New Jersey—Albert E. N 
Gray, assistant secretary of the Pruden- 
tial, will be the guest speaker at the 
luncheon-meeting of the Northern New 
Jersey association in Newark Nov. 9. 


Baltimore—The program for the meet- 
ing of the Baltimore association Nov. 5 
included addresses by Commissioner 
Walsh of Maryland; EF. F. Colburn, gen- 











eral agent Connecticut Mutual, Roches- 
ter, N. Y., on “What Price Production,” 
and R. G. Richards, agency secretary At- 


lantic Life, on “Publicity Methods for 
Life Underwriters.” 

Judge Walsh's appearance was his first 
official introduction to the Baltimore un- 
derwriters. 


Nebraska—The Nebraska association 


will hold its annual meeting at Hastings 
Nov. 21. The committee in charge ex- 
pects to have two or three nationally 
known figures on the progran The only 
one definitely secured so far has been 
Dr. W. A. Irwin, economist at Washburn 
College, Topeka, who will give an out- 
sider’s answer to the question “Why 
Life Insurance in Times Like These 
Dr. Irwin spoke at the national conven- 
tion in Pittsburgh and made a big hit 
there 


Columbus, 0.—The Columbus associa- 
tion has adopted a new plan to arouse 
interest in the monthly meetings. An- 
nouncement is made that a _ different 
agency has charge of each n eeting, but 
no hint is given in advance as to the 
identity of the agency or the speakers. 
This week the Connecticut General, of 
which C. R. Garvin is manager, was In 
charge of the meeting and the speaker 
was G. A. Bredehoft, formerly of the 
Columbus agency, now attached to the 
home office. 


“Life Insurance,” by Joseph B. Maclean, 
assistant actuary of the Mutual Life of 
New York, is a non-technical explana, 
tion of the principles and practices *1 
life insurance. It is sold by The Nation 
Underwriter at $4. 
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Cincinnati Men Hear Principles 
That Govern the Selling of All 
Lines from Cash Register Man 


“Selling is largely individual,” said 
John L. Wood, manager of sales educa- 
tion and promotion for the National 
Cash Register Company, before the reg- 
ular monthly meeting of the Cincinnati 
Association of Life Underwriters. 

“But,” continued Mr. Wood, “there 
are certain steps common to every sale, 
and which every salesman must take in 
making a sale. Those steps are the Ap- 
proach, the Explanation or Demonstra- 
tion, and Close. 

“Among the causes for poor selling 
records we may list the following: 

“1, No definite plan, that is, no or- 
ganized procedure or selling talk. 

“9. Carelessness about personal ap- 
pearance or equipment. A prospect sees 
you before he hears you. 

“3. The salesman is not sold on the 
value of his product or service. We be- 
lieve that he must have a deep, heartfelt 
conviction that the prospect will benefit 
greatly from the proposed purchase. 

“4. The salesman is not equipped 
properly to answer objections. That is, 
lack of knowledge results in lack of en- 
thusiasm and lack of confidence. 


Should Introduce Self 

and State His Purpose 

“The first thing a salesman must do 
is to introduce himself and state the 
purpose of his call. There is one best 
way of doing this for each individual, 
and it is exceedingly worth while for a 
salesman to discover his own best way 
and use it. 

“The next step is to obligate the pros- 
pect; buy something from him; give 
him something; do anything to take 
away the natural antagonism existing 
between buyer and seller. 

“The third part of a definite plan is to 
get on common ground with the pros- 
pect. Don’t ask personal questions un- 
til you have established confidence; es- 
tablish at once the fact that it is to the 
prospect’s interest and benefit to discuss 
the matter, prove that you are looking 
at the purchase only from his point of 
view. 

“Fourth, establish the need or desir- 
ability of the purchase. This is done 
principally by showing the difficulties of 
the present method. 

“Fifth, arrange for a demonstration or 
explanation. 

“Sixth, explain or demonstrate your 
Product or service. 

“In your demonstration or explana- 
tion, first state your case; what you are 
going to prove, just as the prosecuting 
attorney states to the jury precisely 
what he intends to prove before he sub- 
mits evidence. 

“Second, the demonstration should 
compare the old with the new, should 
compare present methods with the pro- 
posed methods and get the prospect's 
agreement on each point as the demon- 
tration Proceeds. 

“Third, ‘props’ should be used, just as 
actors use scenery.” 

Mr. Wood suggested that if life un- 
derwriters would compare the relative 
investment merits of life insurance and 
bonds, an actual bond and an actual life 
insurance contract should be used. 





“I believe,” said Mr. Wood, “that the 
strongest close is to reiterate the advan- 
tages of which you spoke in your ex- 


planation. An attempt to close is made 
after describing each advantage. For 
example, the prospect says ‘no. ‘But,’ 


says the salesman, ‘here is a point which 
I am sure is worthy of your very care- 
ful consideration.’ 

“The prospect says ‘no.’ 


“Continues the underwriter: ‘Mr. 





Prospect, I wonder if you fully appre- 


ciate the very great benefits that would | 
| 


come to you—etc.’ 

“Many salesmen 
the thing to do is to first study, and then 
practice. First study to get the ideas 
and methods and then practice those 
ideas and methods, and practice them 
just as dancers practice, or actors prac- 
tice—for weeks and weeks, until they 
become letter-perfect. 

“Finally, go after business so as to 
have business go after you. We try to 
get our men to be the go-getter-come- 
hither type, who render such service and 
build such confidence that men will 
come to them for suggestions and ad- 
vice, or will at least help to discover 
new prospects.” 











How a Millionaire Answers 
‘“‘<] NEED MONEY IN MY BUSINESS” 





Answered by JOHN R. HASTIE 
Mutual Life of New York, Chicago 


Several years ago I received a tele- 
phone call from the private secretary of 
a business man, whom I had never met. 
He had just secured a large contract 
from one of America’s leading railroad 
systems. He needed four times the 
amount of bank credit previously re- 
quired and was unable to get it. 

Right there and then I convinced that 
man that if he would take at least $100,- 
000 life insurance, I would endeavor to 
help him establish a line of credit at one 
of Chicago’s loop banks for $100,000, 
predicated on the supposition that if the 
man lived, his reputation was such that 
with the business prospects confronting 
him, he could and would repay the loan, 
but if death o’ertook him before the 
bank loan had been liquidated, this in- 
surance would be a guarantee that the 
indebtedness would be paid in full. 

He took the insurance, and we con- 
vinced a large loop bank that the man 
was worthy of $100,000 line of credit. 
Originally this prospect had told me 
that he needed the money for his busi- 
ness and could not afford life insurance. 
But it was life insurance that enabled 
him to put more money into his busi- 
ness. 

x * * 

Several months ago three men who 
had been employed by a certain Chicago 
corporation over a period of years had 
an opportunity to purchase its control. 
They had been thrifty and saved some 
money, and when I first approached 
them on the subject of life insurance, 
they said, “Mr. Hastie, we can't afford 
it. We need the money for our busi- 
ness.” Two of these men were sales- 
men; the third was an inside executive. 

After purchasing control, they were 
faced with about $35,000 in debts and 
also needed a line of credit at a bank 
for $10,000. They kept insisting that 
they couldn’t afford life insurance, be- 
cause they really needed the money in 
their business. As a result of several 
conferences, I sold each principal $10,- 
000 corporation insurance and $5,000 
personal insurance. 

Upon issuance of the policies, I helped 
them prepare a financial statement show- 
ing the extent of their existing assets 





and liabilities with a summarization de- 
tailing and setting forth what their anti- 
cipatory sales would be for a period of 12 
months, together with contemplated ex- 
penditures. On the strength of the com- 
piled statements, their character for 
honesty and ability as business men, 
supported by life insurance policies as 
additional evidence of good iaith, they 
succeeded in getting a line of credit at 
their bank for $10,000. 
es 6 


The man who tells me that he needs 
money in his business and cannot afford 
life insurance, immediately throws him- 
self wide open to argument, for I say, 
“Mr. So and So, do you set up a reserve 
for depreciation on your building and 
upon your machinery? Do you carry 
reserves for bad debts, or losses, for 
taxes, etc.?” If heis a good business 
man, he’ll say, “Yes.” My come-back 
is, “Life insurance is the strongest cash 
reserve which your business can carry 
to take care of the certain and uncer- 
tain obligations accruing at death.” 


Sailing on Stormy Sea 
Without Life Preserver 


man tells me that he 
needs the money for his business and 
can’t afford life insurance, then I tell 
that man rather frankly that it is an 
admission upon his part that he is sail- 
ing in storm-tossed seas without life 
preserver protection. Certainly no man, 
if he was sane, would want to take a 
trip on the ocean without a compass or 
a life preserver! He had better take on 
a pilot such as life insurance to help him 
chart the course of his business ship 
through the days which may become 
turbulent due to keen or aggressive 
competition, trade conditions over which 


If a business 


he has no control, or death which in- 
variably brings perplexities to a busi- 
ness. 


If a business man tells me that he 
needs the money in his business and 
can’t take life insurance, I immediately 
“snap back” and say, “If it’s a job now 
for you to plow ahead in business with 
limited resources, think how difficult it 
will be for your successor to get along. 
You'll be imposing hardships on your 


se 
fail to realize that 








Life Insurance Favored 
with Fine Literature 














A. Mackenzie, manager of 
Manufacturers Life of Toronto, makes 
the statement in the agency bulletin of 
his company that the life underwriting 
profession is fortunate in the amount of 
available information on the business. 
No other business, he said, offers such 
a complete series of practical text books 
or has at its disposal more worth while 
trade periodicals than life insurance. 

‘Every phase of the business,” he 
said, “has been analyzed and explained 
by some writer and a huge fund of in- 
formation is available to the profession 
at large. No group of salesmen has 
been more generous in offering to their 
fellow workers a description of their 
working plans and technique than life 
insurance men. Through the companies’ 
publications, life insurance magazines 
and various text books, there is an open 
door to a complete and comprehensive 
knowledge of our business, and any un- 
derwriter who is anxious and willing to 
learn will find no obstacles in his path.” 


agencies 











business, for by 
contract for life 
later may be spelling the 
of your business. When you die, the 
personality which may have been re- 
sponsible for the success of your busi- 
ness is extinguished, and unless and 
until some one competent can be found 
to take your place, what then? Is it 
right and fair to your family to say that 
upon your death, they shall go off the 
payroll?” 


your unwillingness to 
insurance now, you 
“death-knell” 


Best Sinking Fund 
Liquid Reserve Available 


There are vital and 
essential reasons why corporations, 
partnerships, and single proprietorships 
need life insurance. Life insurance puts 
cash into your cash register—it does not 
take it away. Life insurance is the best 
sinking fund liquid reserve that a busi- 
ness man can carry, for it sets up the 
entire principal amount, automatically, 
against unforeseen and uncertain contin- 
gencies. Life insurance supplies the an- 
swer to the question of the man who 
says, “I can’t afford it—I need cash or 
money for my business.” 


To summarize: 





Ordinary Life Still Is 
Most Popular Contract 


The ordinary life policy con- 
tinues the popular favorite, the 
Equitable Life of New York re- 
ports. An analysis of policies 
which it issued in the first nine 
months this year shows ordinary 
life 38 percent; retirement annuity 
16 percent; 20 pay life 15 percent; 
convertible 8 percent; the new eco- 
nomic adjustment contract 6 per- 
cent; endowment 5 percent; term 
7 percent, and miscellaneous 5 per- 
cent. It has been found that the 
economic adjustment form de- 
creased the number of term cases 
considerably. 
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Modern Business-Getting Methods 





Oliver Thurman Puts Necessity 
for Organization in Insurance 
Selling on Rational Foundation 


Agents on all sides are hearing the 
importance of organized prospecting, 
organized presentations and an organ- 
ized program in general being empha- 
sized. 

One of the most convincing state- 
ments of the necessity for organization 
in all phases of life insurance selling 
was made by Oliver Thurman, superin- 
tendent of agents Mutual Benefit Life, 
in a talk before a gathering of his com- 
pany’s agents in Chicago. Mr. Thur- 
man made organization seem inescapable 
for those who would attain success in 
the business. His argument was philo- 
sophical and rational. 

Mr. Thurman started by saying that 
if a man is going to sell, that means 
that he and somebody else will come 
together on some sort of a contract 
basis. Therefore, in planning for suc- 
cess, the two parties to the contract 
must be viewed. 

As to the man who is to do the sell- 
ing, he must find customers and pros- 
pecting is an inevitable part of the 
process that he must go through. The 
search for prospects must be planned 
and it should be well organized. 


Prospect Must Be Told 
Story—Planning Needed 


Secondly, the prospect must be told 
a story and the story that is to be told 
must be planned, hence the organized 
presentation. Then, it is necessary for 
the seller to organize himself so that 
he can conduct his prospecting and de- 
liver his organized presentation in a 
sane and effective way. He must de- 
velop a program of personal effort. 

It is then important for the seller to 
know what appeal his service has. Peo- 
ple buy life insurance primarily because 
of fear. Mr. Thurman estimated that 
90 percent of all kinds of insurance is 
bought because of fear, which is one 
of the strongest instincts. He pointed 
out that fire insurance agents don’t dis- 
cuss the policy features, but merely 
capitalize on the instinct of fear. 


must get the fear instinct at work. 
That does not mean, however, the 
“lugubrious backing up of the hearse,” 
he said. 

After certain fears have been allayed, 
men should be interested in life insur- 
ance by appealing to their satisfaction 
in the sense of ownership, their acquisi- 
tional instinct. 


After Fear Instinct Is 
Covered, Proceed Further 


Mr. Thurman said if the prospect re- 
plies that he doesn’t need or want any 
more insurance, he has not been made 
to understand life insurance as property. 
He has covered up and responded to 
his fear instinct, but the acquisitional 
instinct has not been appealed to. 

Then there is a third refinement of 
instinct which may be touched by the 
seller. That, according to Mr. Thur- 
man, is the desire to preserve and trans- 
fer property. Life insurance, he said, is 
the most ideal scheme that has ever 
been devised by which properties can 
be transferred. 

Now, he said, people are not merely 
satisfied with transferring property. 
They are asking for some sort of man- 


agement of that property after it has 
been transferred, so the trustee arrange- 
ment has been developed. The pinnacle 
in solving the problem in trusteeship 
has been reached in life insurance, he 
declared. 

Mr. Thurman said that those four 
reasons why life insurance is purchased 
and the steps which an agent must take 
to find the customer to whom to ap- 
peal, to make the appeal and to plan his 
efforts in general, constitute the seven 
fields of investigation in life insurance 
selling. That’s all there is to insurance 
selling, Mr. Thurman declared. 


Start Close at Once 


“The time to start closing during an 
interview is as soon as you enter the 
prospect’s office,” Thomas A. Gallagher, 
San Francisco, leading producer of the 
California-Western States Life, told the 
special training class of the San Fran- 
cisco Life Underwriters Association last 
week, 

Mr. Gallagher, who has closed some 





of the largest cases written in San Fran- 
cisco, explained this statement by saying 
that all too often the life underwriter 
proceeds with an all-too-conscious de- 
marcation between the approach, the 
interview and the close as so often de- 
fined by underwriting instructors. 


Griffin M. Lovelace’s book, “Life Insur- 
ance Fundamentals,” is an elaborate 
treatment of the principles of life in- 
surance as a system. Price, $3.25. Order 





from The National Underwriter. 








Need for a Reserve Fund 








H. M. Solenberger of the Mutual Ben- 
efit Life at Springfield, Ill., asserts that 
owing to the present economic stress it 
is necessary for an agent to change his 
own mental attitude and points out the 
fact that life insurance presents a form 
of saving that is unequaled. He would 
stress the value of reserves in life insur- 
ance. He says that the reserve should 
not be drawn upon unless there is a 
real contingency. The best protection 
for dependents, Mr. Solenberger asserts, 
is a protected policy, one in which the 
reserve element is not mortgaged and 
is constantly increasing. 

The reserve fund, he said, should not 





In selling life insurance, Mr. Thur- 
man said by adroit means the agent 


be regarded less lightly than the same 


amount of money invested in the highest 
grade securities. A policyholder may 
keep his Liberty bonds and yet lapse or 
surrender a life policy. He does not 
realize the importance of safeguarding 
his life insurance equity. Life insurance 
should be a trust fund set aside for some 
definite purpose, income for old age, 
home protection or some other emer- 
gency. 

Mr. Solenberger says there are many 
people today who are concerned because 
of losses they have sustained in their 
investments. They are anxious to create 
a safer fund. Therefore, this feature of 
life insurance should be the one empha- 





Relish Engehann Takes | 
a Look into the Future 











At Connecticut Insurance Day Ralph 
G. Engelsman, New York general agent 
Penn Mutual Life, made the following 
prophecies regarding che development of 
life insurance in the next ten years: 

“1. The life insurance man will have 
at least the standing of the C. P, 4. 
with the American college constantly 
gaining prestige and the C. L. U. re. 
quirements constantly being made 
stricter. I believe also that the char. 
tered life underwriter will have almost 
a professional standing in the commr- 
nity. 

“2. I believe that each state will re. 
quire examinations in order to sell life 
insurance. 

“3. That rate bocks will be based 
solely on income if you live or if you 
die. That there will be a simpler 
method of calculation based on even dol- 
lars—such as $50 a month premium wil] 
pay for $100 a month of income. 


Regular Income for Agents 


“4.. There will be some system of 
arranging a regular income for agents, 
i. €., an even compensation of so much 
per thousand instead of a certain por- 
tion of the premium. The agent then 
can determine the amount of business 
necessary to sell to make a given in- 
come, 

“5. That the field will demand insti- 
tutional advertising. It is my opinion 
that it is not up to the home offices to 
determine whether or not they should 
advertise. It is up to the field to de- 
mand that advertising. 

“6. The home offices must come to 
realize, especially mutual companies, 
that it is because of the field that they 
exist and the demands of the agents 
must be given more consideration. 

“7, That credit will be given for con- 
tinuous good health just as credit is 
given for reducing the hazard in fire 
risks. 

“8. Fifty times as many annuities 
and retirement plans will be sold as 
compared with those sold today. 

“9. An attempt will be made to put 
the government in the insurance busi- 
ness and that attempt will fail. 

“10. In 1941, there will be three hun- 





sized today. 


dred billion in force.” 











territory t 


President. 


SBaaany ik. 





WANTED! Men who live 
in ARKANSAS 


to learn the interesting story con- 
cerning agency contracts for open 
e Southland Life has to 


offer YOU. For the complete facts 
write Clarence E. Linz, 





irst Vice- 
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Salary Savings 
Systems 
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The incoln National Life Insurance 
“ompany, Fort Wayne, Indiana. 
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FUNCTIONS OF LIFE INSURANCE— 
I REE ETE 
the most detailed and complete treatment of the service and uses of life insurance, Order frem 
Exchange, Chicago. 






















|| 


| >+ | 











wwe Kw K Kw Kr Kh KKK KK KK KK KK KKK kK 








* 


:| Like a snap of the finger— 


that’s how we give you policy changes 


A NEW policy is no sooner announced by a 
than The 


learns about it and all its details and features 


company National Underwriter, 


as well as rates are published in the next issue. 


One of the most popular departments and one 
which is eagerly sought each week is “News of 
Life Policies.” Complete information is given 
on all new policies—policies which you may 
have to compete against, so it is wise for you 
to know all about them. We are able to give 
you this exceptionally rapid service in an- 
nouncing new policies because we have the 
largest insurance statistical gathering depart- 


ment in the world. 


Our promptness in publishing such vital news 
so soon is only another reason why you and 
your friends should read The National Under- 


writer. Send the coupon below. 


The National Underwriter 
175 W. Jackson Blvd. 
Chicago, Ill. 


I want the latest news about life policies. 
Underwriter for a year and bill me $3 later. 
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'ATCH ME, DADDY”! Watch bim? Why, that’s one of and continuing on through the twentieth year from the day the 
the greatest privileges in life, isn’t it?—watching your pn was issued. On a $10,C00 policy this would amount to 
baby—watching and helping him develop into the success you 100 a month ($1,200 a year). On a $20,000 policy, $200 a month 
want him to be. ($2,400 a year)—and so on up the scale. 
But what if you should pass on? Would the burden of support But that isn’t all—because twenty years from the date of the 
then fall back on your wife? The hardest years would still be _ policy, #n addition to the monthly payments that will have been 


ahead—those impressionable when a mother’s time and made since death, the full face value of the policy ($10,000 or 

care in the home mean so much in the shaping of character. $20,000—or whatever the amount may be) will a/so be paid to 
ABina’s new ily Income Policy is the modern way to assure a == your family, in cash or under whatever plan of further payments 

comfortable r your family, especially if you are a man of you may prefer. 

moderate means. In the event of your death, this new plan of sii iscuts wr iste: bine ts arabes ae 


insurance will give them a definite yearly income equivalent to vamp ee waka aaeionian 
12% on the face value of your policy, payable month after month ning for bis loved psa. ce phe most. 


ATNA-| Z Eumm 


THERE IS AN ATNA-IZER IN YOUR COMMUNITY—HE'IS A MAN WORTH KNOWING 
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suggestions in arranging your life insurance program. ~ erat pare get ear are. aes 
Name z 
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Surety Company, The A pany ‘ A er 7 
The Standard Fire Insurante Company of Hartford, Conan. a 


























@ fe t N a L i fe The tna Life’s New Home 





“Watch me, Daddy!” appeared in the October 10 ol eae 


Saturday Evening Post and the October 17 Literary In Surance 
Digest — the 7th in the A£tna Life's series of full page 
advertisements “selling” its new Family Income Policy 


to the public. Atna-izers benefit immeasurably through # om Pp an y 


the coupon replies, tie-in, and follow up that accompany 








ls impressive cupola and dome 








this vigorous campaign. Hartford, Connecticut 





